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Do Field Underwriters like the 
MUTUAL LIFETIME COMPENSATION PLAN? 


90% of our men who w 


ANSWER 


rite $100,000 and more yearly in 


new business have voluntarily chosen the new Lifetime Plan. 


“It pays me extra money for doing a better job’”* 


***Tt pays me extra money for doing 
a better job. It’s the best compensa- 
tion plan in the life insurance business! 
Part of the money I earn now is set 
aside to be paid me at retirement or if 
disabled. Extra compensation for extra 
effort, and guaranteed retirement, give 
me the security I have been looking 
for. I am more enthusiastic than ever 
about my business. 


**Money guaranteed for future use is 

the fundamental principle that has 

made the life insurance business the 

greatest business in the world. This 

principle i is incorporated in our Life- 
? 


time Plan.” 
ARLIE C. OSBORN 
Mt. Pleasant, Michigan 


“Because of the new Mutual Lifetime 
Compensation Plan, I have developed 
even more enthusiasm for the life in- 


surance business than I had before. 


“I know if I search out good sub- 
stantial prospects, and then give them 
first-class service, I can be sure of a 
stable lifetime income, plus a liberal 


retirement compensation when my 


” 


working days are over. 


ADRIAN B. FISCH 


Fairmont, Minnesota 


Our 2nd Century of Sewice 


“T am very much pleased with The 
Mutual Lifetime Compensation Plan, 
because it offers extra rewards for writ- 
ing quality business that stays on the 

ks. The new sources of income mean 
a steadily increasing compensation 
for me. 


**The fees paid for service rendered to 
old policyholders give me added incen- 
tive to keep in close touch with our 
Mutual Life family. I believe these 
contacts will prove to be one of my 
best soGrces of new businéss. In addi- 
tion, the liberal retirement plan as- 
sures me financial security in later 
years when I may need to take things 


easy.’ T. JUSTIN MYERS 


Scranton, Pennsylvania 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 


“Final in fimerica” 


34 NASSAU STREET 


iw 


Lewis W. Douglas, Arcsdent 
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FRIDAY, MAY 25, 1945 : 


Our 100th birthday 
ean’t hold a candle to his first 





THERE’S ONE very important candle on his birthday 
cake this year. Across the land there are some two 
million other brand new citizens who rate first 
year candles, too. 
All those candles shed a cheerful light on the 
faith American families have in America’s future. 
We, too, are celebrating an important birthday 


NEW YORK LIFE 


INSURANCE COMPANY 


PROTECTING THE FAMILY=SERVING THE NATION 


this year. We’re proud that 100 candles glow on 
New York Life’s own birthday cake. 

New York Life believes that its 100 years of 
experience and stability can contribute toward 
making the future happier and more secure for 
many of today’s one-year-olds, for many of their 
families . . . and for many more families to come. 





A Mutual Company Founded in 1845 + 51 Madison Ave., New York 10, N.Y. a 
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N. Y. Managers 
Cover Much Ground 
in All-Day Parley 


Speakers Treat Compen- 
sation, S.B.L.I., Group, 
Training and Pensions 


NEW YORK — Management prob- 
lems—past, present and future—were 
the discussion topics of an all day 
meeting of the Greater New York Life 
Managers Association. Packed into a 
tight agenda were such subjects as pen- 
sion trusts, National Service Life Insur- 
ance, ordinary production of industrial 
agents, group insurance, agents compen- 
sation, savings bank life insurance, the 
agent of the future, war time training 
patterns, compensation of general 
agents and managers, and management 
trends. 

J. Roger Hull, vice-president and 
manager of agencies Mutual Life, was 
the sole non-general agent appearing on 
the program and E. L. Reiley, general 
agent Penn Mutual, —— big the 
only out-of-town speaker. Jo- 
sephson, Mutual Benefit, was ign Mi 
of the morning session and T . Foley, 
State Mutual, president, presided at the 
afternoon session. 

The following members appeared on 
the program: J. E. Bragg, Guardian; 
C. D. Connell, Provident Mutual; Harry 
Krueger, Northwestern Mutual; R. E. 
Larkin, Connecticut General; L. W. 
Sechtman, Aetna; H. Arthur Schmidt, 
New England Mutual; W. J. Dunsmore, 
Equitable Sosiety; E. L. G. Zalinski, 
New York Life; C. L. McMillen, North- 
western Mutual; Osborne Bethea, Penn 
Mutual, and Mr. Josephson. 

At a short business meeting, Harry 
Gardiner, John Hancock, said he had 
been informed by the deputy controller 
that there would be no penalty assessed 
agencies for deliquency in paying the 
business tax and there would be 6% 
simple interest rather than 5% com- 
pound interest charges. C. H. Young, 
State Mutual, said membership was 175 
and it is hoped to raise this figure to 
200 before winter. Manuel Camps, Jr., 
John Hancock, said the annual golf 
tournament would be held June 28 in 
Westchester county. Reports were given 
by J. M. Fraser, Connecticut Mutual, 
treasurer, and S. S. Wolfson, Berkshire, 
planning’ committee. 

Mr. Josephson, in his address, gave 
dispassionate and objective reflections 
on savings banks life insurance. He 
urged the life insurance business to for- 
mulate a sound and consistent position 
on the matter and to decide how to 
meet future attempts to broaden the 
scope of S.B.L.I. The possibilities for 
future action, he said, consist of fighting 
any attempt to broaden or extend 
S.B.L.I. by a professional lobby, sound 
argument, loose talk or to cooperate 
with the bank people by accepting 
them in the underwriters association and 
asa 3 on each other’s advertising and 
publicity. 

In combating savings bank life insur- 
ance, Mr. Josephson said, the life insur- 
ance people have been guilty of putting 
forth some fallacious arguments. He 
Predicted that after the war efforts will 
e renewed to get bank insurance plans 
introduced in other states. A model bill 
as been put in the hands of sympathetic 
legislators in the 14 states that have mu- 

(CONTINUED ON PAGE 10) 
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New Paid Business Leaders in 1944 
and Ranking by Insurance Gained 





NEW PAID BUSINESS 








1. Metropolitan Life.....$2,330,181,502 

y ee OR eee 2,033 2 

S B¥udentigh <2... .cccse 

4. TFRAVGIGFS «0.02%. 

5. Equitable Societ A 

6. John Hancock ........ 

7 New York Life....... 5 

8. Connecticut General... 463, 247, 550 

9. Occidental, Cal........ 446,580,155 
10. Sun Life, ‘Can... . 415,914,302 
11. Lincoln National... 337,240,902 
12. American National.. 292,953,923 
13. AB. LU eae 284,370,173 
14. National L. & A...... 243,122,927 
15. Liberty National...... 210,802,831 
16. Mutual Life, N. Y... 199,668,268 
17. Western & Southern. 186,815,249 
18. New England Mutual. 170,562,845 
19. Massachusetts Mutual 150,946,985 
20. Penn Mutual.......... 135,142,969 
21. Mutual Benefit ....... 134,417,005 
22. Continental, Ill....... 134, 141,631 
23. Bankers, Iowa........ 127,608,314 
24. Life & Casualty....... 126,021,636 
25. Industrial L. & H..... 121,297,688 
26. General American..... 117,816,152 
27. Northwestern Natl.... un 2 44 135 


28. Life of Virginia...... 115,164,989 
29. Connecticut Mutual... 109, 792° 537 
30. Great-Wes 98,478,985 

93,244,124 


32. Acacia Mutual........ 91,979,409 


33. United Benefit........ 8 290,253 
34. Péeonles, BD. C........ 092'384 
35. Manufacturers ....... 39° 363" 083 
86. Canada Effe .......6«. 88,937,795 
37. Home Beneficial...... 8,344,615 
38. Washington Natl..... 86,302,125 


39.. Pacific Mutual........ 


40. Mutual Life, Can..... 75,062,000 
41. Provident Mutual..... 73,622,858 
42. “Interstate L. & A..... 72,595,325 
43. Union Central ........ 70,842,870 


44, Reliance Life, Pa..... 70,048,985 


45. Confederation ........ 67,907,996 
46. Monumental ......... 64,789,5 

47. Jefferson Standard.... 62,045,023 
48. National Life, Vt..... 61,572,948 
49. Old Republic Credit.. 60,651,941 
S@. Crown UElfe.........0- 59,947,778 
51. Southwestern Life. 59,405,364 
52. Liberty Life, S. C..... 58,183,612 
53. Equitable, Iowa ..... 57,395,969 
54. Morris Pian. ........<: 55,620, rit 
55. Phoenix Mutual....... 55,195,41 

56. Kansas City pane caer 53, 347610 
57. Home Life, N. Y...... 53,043,831 
58. Minn. Mutual ......«:; 52,779,577 
59. Guardian Life, N. Y... 52,079,871 
60. State Mutual ......... 51,983,244 
Gl. Helialle Life: ........ 46, 291,393 
62. Knignte Life ........- 43,996,661 
63. Southern L. & H...... 43. 62,555 
64. Carolina Eife .....5.. 43,320,025 
65. Commonwealth ....... 43,213,598 
66. N. A. Reassurance 42,463,300 
67. Business Men’s ....... 41,656,1 

Gs: Central, BE se ec.ccics 40,265,971 
Go. Oy Rael. evinceies cscs 40,198,648 
70. North Amer., Canada. 38,418,463 
@. Franklin Bite... ...... 38,394,782 
72. American United ..... 37,092,661 
73. Fidelity Mutual.. :678,427 
74. North Carolina Mut. 36,597,230 
79. Durham Wife ......... 35,898,683 
76. Shenandoah Life...... 35,829,113 
Tl. FBrotective Life ......: 35,010,343 
78. Pan-American Life.... 34,311,715 
79. West Coast Life...... 4,025,968 
80. Great Southern ...... 33,835,390 
81. Calif.-Western States. 33,727,931 
82. Imperial, Canada...... 33,685,815 
3s. Provident &. & A..... 32° 774,825 
ee Oa ee 32°414426 
8b. State Par 2... .220. 32,248,965 


86. Equitable, D. C........ 31,677,850 


ST... TRGMGN, c ccc cc eecuns 31,129,878 
$8. Country Eife ......20% 30,301,514 
89. Continental, D. C 29,997,786 
90. Farm Bureau ........ 29,884,084 
Ol. Mutual TRUE .<0cc0s 28,707,689 
SF. ‘Gate Cee secs cts 27,861,867 
93. Columbian National... 27,534,596 
$4. Pitot Bfe. N. C...... 27,294,998 
95. Ohio National ........ 27,070,469 


96. Missouri Ins. Co...... 26,675,745 


9%. All States EAfe:.. 6.3 26,632,283 
98. Sun Life, Md... Pets 26,556,792 
99. Northern, Wash. 25,927,85 

100. Security L. & T 25° 460, 172 





*Includes “net” increase in group. 


INSURANCE GAINED IN 1944 








1. ar bor Eales. 303 02.026.000,031 

, FR OL ae 1,161,892,256 

3. Equitable Society..... 452,175,746 

Ge “EVBMONGED © 6.6 c6.decccdee 52,017,728 

5. John ont gg Mutual. 365,252,451 

6. New Yorm Eife........ 4,121,686 

7. Lincoln Takeo Decades 237,268,582 

ee: Creer 200,116,840 

9. Liberty National, Ala. 184,319,248 
10. Northwestern Mutual. 180,030,831 
11. Sun Life, Canada..... 139,107,959 
12. National L. & A...... 132,975,156 
13. Occidental, Cal........ 125,340,724 
14. Western & Southern... 7 206,846 
15. American National.... 119,645,529 
16. New England Mutual. 118,884,315 
17. Connecticut General.. 113,429,664 
18. Bankers, Iowa........ 83, 626,372 
19. Massachusetts Mutual. 79,862,752 
20. Connecticut Mutual... 69,723,333 
21. Mutual Benefit........ 67,789,370 
22. Acacia Mutual........ 65,978,555 
23. Life & Casualty 59,507,569 
24. Penn Mutual.......... 58,839,180 
25. Life of Virginia...... 57,802,614 
26. Manufacturers ....... 55,851,759 
27. United Benefit........ 55,756,151 
28. Continental, Ill....... 55,208,915 
29. Mutual Life, N. Y..... 53,403,779 
30. Pacific Mutual........ 52,518,735 
S41. Great-West .....6cces 49,538,349 
82. Industrial L. & H..... 49,536.674 
3a. Gulf Life, Pia......... 48,387,776 
34. Welfance. Pa.......... 45,362,288 
35. Mutual Life, Canada.. 43,835,230 
36. Confederation ........ 42.606,416 
37. Northwestern —_ 42,376,449 
38. National Life, Vt..... 41,536,076 
39: Cfown Bale 2.222260. 40,844.631 
40. Jefferson Standard.... 40,032,074 
41. Equitable, Iowa....... 35,324,647 
4%. Canada ULie......... e 35,138,154 
43. Peoples Life. D. C.... 34,683,662 
44. Home Life. N. Y...... 34,074,088 
45. Provident Mutual..... 33,831,509 
46. Guardian, N. Y....... 33,353,237 
47. Southwestern Life.... 31,709,407 
45. COMtrer, Wile csc. cc ues. 31,679,104 
49. Phoenix Mutual....... 31,667,900 
50. State Mutual.......... 31.002,286 
51. Monumental Life...... 30,046,115 
52. Washington National. 29.320,077 
53. Union Central........ 26.696,136 
54. Kansas City Life..... 26.472,726 
55. N. A. Reassurance.... 25,.696.100 
56. KNniehte Eifée ......... 24,.678.433 
57. North American, Can.. 24.556,205 
58. Franklin Life......... 24,270,926 
59. Minn. Mutual ........ 24,.052.264 
60. Commonwealth ...... 23.767.387 
61. Farm Bureau ........ 23.519.038 
G2. State Perm .......... 23.110.601 
6S: Country Eile ......6. 23,051,007 
64. Fidelity Mutual....... 22.650.421 
65. Provident L. & A..... 22,490.991 
66. Business Men’s ....... 22,.300.620 
67. Interstate L. & A..... 22,087,220 
CS a So OE ae 21,940,758 
69. Home Beneficial...... 21,545,117 
4 Mutual rast... ....<: 21,527,090 
71. Liberty Life. 8. C..... 21,258,027 
72. Dominion Life..... te 20,304,675 
73. Pan-American ... 20,302.297 
74. Imperial, Canada. 18,825,706 
75. Shenandoah Life 18,411,394 
76. Protective Life....... 18,307,242 
77. Calif.-Western States. 17,893,927 
78. Guarantee Mutual..... 16,958.267 
79. American United...... 16,158.976 
80. Carolina Life......... 15,520,820 
81. Great Southern, Tex.. 15,143,462 
82. Ohio National......... 15,038,081 
83. Eauitable. D. C....... 14,779,212 
84. Durham Life.......... 14,552,729 
85. Berkshire Life........ 14,314,132 
86. Columbian National... 14,205,358 
87. Manhattan Life....... 14,059,410 
88. Southern L. & H...... 13,770,055 
89. Securitv Mut., N. Y. 13,674,652 
90. North Carolina Mut. 13,637,955 
Si. RROMGMOEEE cc ccacct ees; 13,352,220 
92. Northern, Wash....... 13,260,921 
93. Union Mutual. Me.... 13,233,585 
94. West Coast Life...... 13,165,561 
95. Central. Jowa.:....... 12,995,997 
SG. Saw Tale, Wie. s cos 66:0 12,776,389 
97. Bankers, Neb......... 12.613,472 
98. Home Life, Pa......-. 12.307.694 
99. Supreme Libertv...... 12,143,852 
100. Ky Central L. & A 11,892,038 








Senate eure 
Committee Named 


A permanent subcommittee of the 
Senate judiciary committee to deal ex- 
clusively with insurance matters has 
been appointed with Senator Pat Mc- 
Carran, Nevada, as chairman. He is 
also chairman of the judiciary commit- 
tee. Other members of the subcommittee 
are O’Mahoney, Wyoming, Chandler, 
Kentucky; Ferguson, Michigan and 
Moore, Oklahoma. The committee has 
not yet met and no meeting has been 


Equitable Society 
Joins A.L.C. 


Equitable Soviety has been admitted 
to membership in American Life Con- 
vention, increasing the number of mem- 
ber companies to 201, an all-time high 
for any life company organization. 








scheduled thus far. 

Its function will be to keep in touch 
with state legislation adopted to bring 
laws into conformity with the Supreme 
Court’s S.E.U.A. decision. 


Purdue Conference 
Sets Up Plan for 
Veterans’ Training 


Home Office and Field 
Men Agree on Program 
for University Course 


What is believed to have been the 
first definite effort to organize a na- 
tion-wide, workable program for a spe- 
cial life insurance educational course for 
returning veterans was made at a two- 
day conference at Purdue University, 
attended by 26 representatives of life 
companies and associations. 

An outline of instruction was agreed 
upon which contemplates six weeks of 
fundamental training at the university, 
then 12 weeks of field work, six more 
weeks at the university for more ad- 
vanced instruction; again 12 weeks in 
field work and another six weeks of 
stiffer curricular work in the university. 


A final 10 weeks in the field rounds out 
the tentative 12 months course. 


Come Under G. I. Bill of Rights 


All the courses are to come within the 
requirements of the G.I. bill of rights, 
with a special course for rehabilitation 
of men who have been disabled. The 
government will pay tuition fees and for 
textbooks, allowing $75 a month for men 
with families and $50 a month for those 
without, with possible modifications as 
related to length of service. If a vet- 
eran who takes this course has already 
had a college degree, he will be eligible 
for a master’s degree. 

In addition to principles and selling 
of life insurance, subjects to be included 
are sales psychology, public speaking 
and special training in writing. It is 
planned to have the courses start with 
the college year next September if the 
program is adopted by the university, 
which is known to be heartily in sym- 
pathy with it. When fully under way, 
three sections of students can be taking 
the course at a time. It is believed that 
a possible limit of 50 for each section 
will keep it within workable range. 

Students from any part of the coun- 
try who_can qualify may enroll. Pre- 
vious life insurance experience is not a 
requirement. When 100 are enrolled 
the department will be on a self-sup- 
porting basis. 


Not Restricted to Veterans 


The course is not to be restricted to 
returned veterans. Others may take it 
and it is believed that some general 
agents will put likely new men on their 
staffs through this training. One pur- 
pose of this is to free the program from 
the idea that those taking it are a segre- 
gated group, still related to army life. 

The committee appointed to put the 
program into effect, when it is adopted 
by the university, is headed by Lewis I. 
Petzold, John Hancock Mutual Life, 
Evansville, new president Indiana As- 
sociation of Life Underwriters. Other 
members are: . R. Townsend, 
Equitable Life of Iowa, Indianapolis; 
Clifford H. Orr, National Life of Ver- 
mont, Philadelphia, chairman N.A.L.U. 
educational committee; Wendell F. Han- 
selman, Union Central Life; Vance L. 
Bushnell, Equitable Society; Ivan V. 
Snyder, ‘Indianapolis Life; Dr. George 
E. Davis of Purdue and Alden Palmer, 
R. & R. Service. 

(CONTINUED ON LAST PAGE) 
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P. A. Collins Named 
N. Y. State President 


Open Albany Office 
with Executive Secretary 
—Raise Dues 


SYRACUSE — Patrick A. Collins, 
manager Metropolitan Fordham dis- 
trict, New York, 
was elected presi- 
dent of the New 
York State Associ- 


ation of Life Un- 
derwriters at its 
annual meeting, 


held in accordance 
with ODT regula- 
tions. The associa- 
tion voted to open 
a central office at 
Albany and engage 
an executive secre- 
tary. E. D. Car- 
lough, Jr., general 
agent Mutual Ben- . 
efit, Albany, reported a membership 
of 3,609, an increase of approximately 
300. A goal of 4,000 members has 
been set for the fiscal year. It was 
voted to increase dues 50 cents to 
$2. D. B. Fluegelman, Northwestern 
Mutual, New York, was appointed chair- 
man of a committee to prepare for the 
opening of the central office. There are 
20 member associations, an increase of 
one, the new member being Glens Falls. 
A new association is in process of or- 
ganization at Geneva. ; 

E. H. Perkins, general agent Provi- 
dent Mutual, Albany, was elected vice- 
president, and T. C. Snow, general agent 
Penn Mutual, Buffalo, secretary. : 

Mr. Collins, an ensign in the navy in 
the former war, started with Metropoli- 
tan as an agent in Boston. He became 
assisant manager there in 1926. In 1932 
he went to the home office as field train- 
ing division supervisor and _was ap- 
pointed to his present position in 1939. 

In 1943-44 Mr. Collins served the state 
association as secretary-treasurer and in 
1944-45 as vice-president. He is public 
relations vice-president of the New York 
City association and has been a director 
for six years. He was a director of the 
Greater New York Life Managers As- 
sociation and a member of its compensa- 
tion committee. He was a member of 
the life insurance coordinating commit- 
tee of 14 which represented the entire in- 
dustry. 

Regional vice-presidents elected are: 
S. H. Collins, Metropolitan, Buffalo; F 
J. McManus, Connecticut General, Bing- 
hamton; R. A. Ingalls, Connecticut Gen- 
eral, Plattsburg; Kristen Kristensen, 
Travelers, Yonkers, and R. S. O’Neill, 
Continental American, Syracuse. 





P. A. Collins 





Start Code Revision 
Study in Washington 


Commissioner Sullivan of Washing- 
ton announces his plans to carry out the 
new law directing the commissioner to 
prepare a revision of the insurance code 
for submission to the 1947 session of 
the legislature. 

In accident and health the aim will be 
to assure the public of sound basic in- 
come protection and to assure com- 
panies adequate premiums. 

Mr. Sullivan has appointed as his as- 
sistant Attorney Robert D. Williams, 
who has had much insurance experience. 

When a preliminary draft is com- 
pleted, public hearings will be called. 





More Penn Mutual Conferences 


The third of the series of management 
conferences of Penn Mutual Life was 
held at the home office last week and 
this week the fourth is being held. 


N.A.LC. Election 
Possibilities Are 
Being Scanned 


Unusual interest attaches to the elec- 
tion of officers at the annual meeting 
of the National Association of Insur- 
ance Commissioners at St. Paul com- 
mencing June 3. The quality of the 
leadership in the N.A.I.C. was never 
more important than at this time when 
the future of insurance supervision is at 
the crossroads. In the normal course 
J. M. McCormack of Tennessee will be 
elevated to the presidency to succeed 
Newell Johnson of Minnesota and it is 
generally believed that this will be the 
decision although there have been whis- 
pers of a movement to retain Mr. John- 
son in office for another year. Last year 
there was a movement to reelect Har- 
rington of Massachusetts as president, 
but it was not carried through. 

The term in office as insurance super- 
intendent of Missouri of E. L. Scheufler 
runs out July 1, and hence it will be 
necessary to elect a new vice-president 
as well as a new executive committee 
chairman. Customarily the executive 
committee chairman is advanced to vice- 
president. 

The resignation of C. C. Fraizer as 
insurance director of Nebraska removes 
one figure who certainly would have 
been prominently considered for the of- 
fice of either chairman or vice-president. 


Dineen Strong Contender 


Robert E. Dineen of New York looms 
as perhaps the logical candidate for 
executive committee chairman. The 
New York superintendent has for many 
years served as chairman of the execu- 
tive committee but a New Yorker has 
never held the office of president. 
Among the other possibilities for either 
chairman or vice-president, it is be- 
lieved, are Allyn of Connecticut, Forbes 
of Michigan, Thompson of Oregon and 
Garrison of California. 

Thompson is the senior. He is well 
liked and some observers are guessing 
that he might be the choice for vice- 
president with Mr. Dineen landing in 
the chairmanship. 

Mr. Thompson’s term as Oregon 
commissioner expires June 30 and it is 
believed that he will be reappointed. 





Dr. Benner Addresses Council 


Dr. Claude L. Benner, vice-president 
of Continental American Life, addressed 
the Philadelphia Life Insurance & Trust 
Council on the outlook for the interest 
rate in the years immediately ahead. He 
said the interest rate must, of necessity, 
depend upon the possibility of profit for 
business after the war has been success- 
fully concluded. A question and answer 
period ensued. 

C. H. Smith, president, presented a 
report for his administration. Follow- 
ing the election, the new president, J. M. 
Crosman, Real Estate Trust Company, 
was presented and spoke briefly of the 
objects and purposes of the council and 
pledged an active year. 


Matzke Nebraska 


Insurance Director 


LINCOLN, NEB. — Stanley A. 
Matzke, Seward attorney and former 
state legislator, has been appointed di- 
rector of insurance by Governor Gris- 
wold to succeed C. C. Fraizer, who re- 
signed to return to law practice. The 





STANLEY A. MATZKE 


change becomes effective June 15.. Mr. 
Fraizer expressed himself as “delighted 
with the appointment” as Mr. Matzke 
has been a close personal friend for 
many years. 

Mr. Matzke served in the unicameral 
legislature during the 1941 and 1943 
sessions and was chairman of the leg- 
islative council during his last term, but 
did not seek reelection. He was born 
on a farm near Pleasant Dale, Neb., 47 
years ago, graduated from Milford high 
school in 1917 and entered the army at 
the age of 19. 

After serving as assistant cashier of a 
bank there, he entered the University of 
Nebraska college of law, graduating in 
1924, and began the practice of law in 
Milford. In 1926 he was elected county 
attorney of Seward county and moved 
to Seward, where he has since made 
his home. He served out eight years 
in that office and then opened a law 
office in Seward. 

He has been active in county fair 
work, serving as president of the Ne- 
braska Association of Fair Managers; in 
the American Legion and other civic or- 
ganizations. A volunteer fireman in his 
earlier years, as chairman of the state 


rural fire prevention committee of the 


Nebraska Volunteer Fireman’s Associa- 
tion, he carried on a statewide program. 
for fire prevention in rural sections. The 
day his appointment was announced, he 
was elected second vice-president of the 
Nebraska League of Savings & Loan 
Associations. 

He divides his interest in the practice 
of law with managing three Seward 





Direct N.A.I.C. Meeting Arrangements 








_ General committee in charge of arrangements for the annual meeting of Na- 
tional Association of Insurance Commissioners, to be held at St. Paul June 4-7; 
George W. Wells, Jr., Northwestern National Life, registration; A. B. Jackson, 
St. Paul Fire & Marine, finances; Harold J. Cummings, Minnesota Mutual Life, 
chairman; Henry Guthunz, Jr., Anchor Casualty, entertainment; Hjalmar Hjerm- 
stad, Citizens Fund Mutual Fire, transportation. 

H. P. Skoglund, North American Life & Casualty, publicity, was not present 


when the picture was taken. 


Federal Route 
Offers No Escape, 
Harrington Warns 


C. F. J. Harrington of Massachuset, 
chairman of the federal legislation cop, 
mittee of the National Association , 
Insurance Commissioners, in addressiny 
a meeting of the Zone 2 commissione,, 
at Columbia, S. C., referred to the fa 
that laws enacted by the states whic! 
are not wholly satisfactory to the indy. 
try will result in demands for federy 
regulation replacing state supervisio, 
The solution is not as easy as that, by 
said. It has been demonstrated time an; 
again that state regulation is never fp. 
placed by complete federal regulatio; 
but rather do the advocates of feder 
legislation find themselves  governg 
both by Washington and the states, 

Suggestions that further decisions 
the U. S. Supreme Court be awaited by. 
fore state legislation is enacted in the 
field of rate regulation, Mr. Harringto 
said, are simply arguments for delay be. 
cause every law enacted must face th 
test of validity if challenged and in th 
absence of challenge if based on soun( 
principles, the laws will serve the publi 
interest perhaps indefinitely. 

The states represented at the meeting 
here: North Carolina, South Carolin, 
Virginia, West Virginia, Maryland 
Ohio, Pennsylvania. 

George A. Bowles of Virginia wa 
elected chairman; Gregg L. Neel, Penn. 
sylvania, zone representative on the e. 
ecutive committe of the N.A.I.C. an 
T. T. Moore, Virginia department, se. 
retary. 

The matters discussed included th 
question of the proper description 0 


the methods used in determining non} 
forfeiture values to be included in lif 


insurance policies as requred by th 
Guertin legislation. 


On the question of the regulation of 


accident, health and title insurance, ett 
a committee was appointed to study this 
matter composed of Dressel of Ohio 


Justice, West Virginia, and Murphy] 


South Carolina. 








county farms of which he is part ownet 
His hobby is gardening and _ raising 
roses, of which he has 350 plants, com: 
prising 160 species and varieties. 


April Purchases of Life 
Insurance Break Records 


This April people bought more life it- 
surance than in any April since 1931, the 
Sales Research Bureau reports. Amer: 
cans purchased $837,000,000 ordinary it- 
surance in the month, 42% above the ar- 
erage of the five previous Aprils. 

In every state except Nevada the pub- 
lic took out more insurance than the 
April average. The greatest increas 
was 93% in Arizona, but 18 other state 
(mostly in the west) did at least one ant 
one-half times as well as they did, 
the average, in the five preceding Aprils 
In every one of the last 26 months, 
Americans bought more insurance that 
in the corresponding month a _ yea 
earlier. 








Three Aetna Life Agencies 
Hold Turkey Run Outing 


The Chicago, South Bend and Indiat- 
apolis general agencies of Aetna Lift 
will hold their annual spring outing June 
5-8 at Turkey Run national park in Ind: 
ana with a limit of 49 attending. This 
number will include J. D. Nelson, field 
supervisor and James H. Neill, agency 
assistant of Aetna Life’s home office 
The affair is being sponsored by Genera 


Agents R. S. Edwards of Chicago, R. J} 


Curry of South Bend and Paul M. Wit 
liams of Indianapolis. There will be ™ 
business meetings or educational pro 
gram but the agents will devote the et 
tire time to recreation, starting with # 
steak dinner the first night. 
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LIFE INSURANCE EDITION 











Procedure for 
Writing Medical 
Insurance Outlined 


H. & A. Conference Com- 
mittee Favors Deduction 
for First Three Calls 


Procedures for writing medical insur- 
ance on a basis which will provide a 
worthwhile coverage at a moderate cost 
and at the same time provide reasonable 
safeguards to the insurance carrier are 
suggested in a report of the medical in- 
surance committee of the Health & Ac- 
cident Underwriters Conference, headed 
by Harold E. Curry, actuary of Farm 
Bureau Mutual Automobile of Colum- 
bus, which has been giving intensive 
study to this problem ever since the last 
annual meeting of the conference. 

The committee states that other sound 
bases for writing this business probably 
will be developed and that this is to be 
expected in a field as relatively untried 
as that of medical insurance. It empha- 
sizes the fact that this is virtually a new 
field and that there is a lack of actuarial 
data on which costs can be accurately 
predicated. It is felt that the field of 
medical insurance is one which will be 
developed in the near future much in 
the same manner that hospital insurance 
was 10 years ago. 


' Committee’s Recommendations 


The committee’s general recommenda- 
tions are: 

Medical insurance may be written on 
either an individual or a group basis. If 
written on an individual basis care 
should be exercised to ascertain a com- 
plete health history from the applicant. 
Medical insurance affords the widest and 
most satisfactory service when written 
on a group basis subject to the usual 
rules that govern sound underwriting 
for the various group classifications. 

There are no data that would con- 
clusively prove the advisability of intro- 
ducing a variation in rate levels based 
on any workable classification of indus- 
tries, 

Medical insurance should be made 
available to all members of the family. 
Studies of available data indicate no jus- 
tification for a differentiation in rate by 
sex or age. 


Indemnity on “Per Call” Basis 


_ Due to existing variations in charges 
for medical care, provision should be 
made for selecting the “per call” amount 
of indemnity to be paid. This selection 
to be made, of course, at the inception of 
the contract. 

The medical insurance coverage sug- 
gested contemplates a deduction for the 
first three calls, either home or office, 
for any illness but first call coverage as 
the result of accident. 

_ It is not recommended that medical 
surance be offered as the sole cover- 
age in a separate contract but should be 
combined preferably with contracts af- 
fording both hospital and surgical in- 


‘| demnity. In view of the variety of com- 


binations under which medical insurance 
'May conceivably be written, suggested 
phraseology is not included herein for 
all possible combinations although illus- 
trative modes of treatment are included 
at the end of this report. 

Claim procedures should be combined 
with kindred coverages wherever possi- 
ble and in any event should be kept as 
simple as practicable. Wherever pos- 
sible efforts should be made to use uni- 
form forms for reporting claims within 
and between carriers. aoe 

Exclusions should be held to a mini- 





(CONTINUED ON PAGE 23) 
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Give Nod to 
Interim Committee 


Plan in Illinois 
SPRINGFIELD, ILL—A bill has 


been introduced in the Illinois senate 
by Bidwill, Giffin and Keane, No. 493, 
providing for an interim committee to 
study implications of the S.E.U.A. de- 
cision in respect of rate regulation, 
taxation and other elements of state 
supervision. This is an administration 
measure and it is very likely to be en- 
acted in lieu of specific tax and rating 
measures to square with the federal 
situation. 

The committee would consist of the 
insurance director, three members of 
the senate, three from the house and 
three appointed by the governor. It 
carries an appropriation of $3,000 and 
has been referred to the appropriations 
committee. 


Biddle Out; Clark 


Attorney General 


WASHINGTON—President Truman 
announced Wednesday that Tom Clark 
of Texas, now an assistant attorney 
general, will succeed Francis Biddle as 
attorney general of the United States, 
who submitted his resignation this week. 

Biddle’s early replacement had been 
very ‘generally predicted ever since Tru- 
man assumed the Presidency. 








Two Agencies Hold Outing 


The Grand Rapids and Toledo general 
agencies of Aetna Life will hold a spring 
outing at Lake Wawasee, Ind., the sec- 
ond week in June. The affair is being 
sponsored by J. Denny Nelson, general 
agent at Grand Rapids, and Blosser & 
Hill, general agents at Toledo. 


Kansas City Congress Turns 
Up Successful Sales Ideas 


Attendance was excellent, considering 
the wartime limitations on travel, and 
a number of successful selling ideas were 
developed at the sales congress spons- 
ored there by the Life Underwriters As- 
sociation of Kansas City. J. Frank 
Trotter, general agent of Mutual Life of 
N. Y., was chairman of the congress 
committee, which did an excellent job on 
the program, consisting of home talent, 
and on arrangements. 

Insurance on wives and the purchase 
by a father of insurance on his son are 
two ideas which 
E. A. Hasek, North- 
western Mutual 
Life, Kansas City, 
has found possess a 
great deal of appeal. 
Mr. Hasek explain- 
ed how he uses the 
ideas at the sales 
congress sponsored 
by the Life Under- 
writers Association 
of Kansas City. 

It is pretty easy 
nowadays to im- : 
press a husband E. A. Hasek 
with the economic 
value of his wife, Mr. Hasek said. Maids 
are imposible to get, or just plain im- 
possible, and even a sitter is rarely 








In any event, the present situation or 
other developments appear to have re- 
sulted in holding up Biddle’s projected 
release of important correspondence 
with a representative of the insurance 
commissioners, which was expected to 
indicate, to some extent at least, the 
Department of Justice program or ad- 
ministration policy with respect to in- 
surance. 








SJ 








_ Raising the Flag 


On the poster for the Seventh War Bonds the illustration, 
most appropriately, is the now famous photograph of the 
United States Marines raising the American flag on Iwo Jima. 


It is eminently proper that we should dedicate this bond- 
backing effort to the men who are in reality fighting our war 
for us. One detail of the picture should be observed, that 
whereas there appear to be four men in the flag-raising group 
actually there are six. That fact is symbolic. Many men 
ardently engaged in battle are not particularly visible. An- 
other grim point is that since the photograph was made sev- 
eral of the men in it have lost their lives. : 


These men glorified on the poster are not the much-pictured 
generals but the humble fighting men. They are truly “the 
armed forces” who keep flying the flag that represents a 
nation believing in the eternal destiny of the common man 
willing to battle for peace and decency. Now that the enemy 
in Europe has surrendered the war continues in the Pacific. 
Our dollars must back our fighters. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


+ 

















available. This means that if a wife 
should die, a husband would have a real 
economic loss in hiring a governess 
or maid to take care of the children 
through their dependency period. 

The funds thus accumulated are com- 
pounding from 2% to 3% interest, and 
if the normal happens, that is if both 
husband and wife live, they can use 
the annuity income in their old age 
together. Mr. Hasek uses the retirement 
endowment form in this connection, and 
it works out very well. The amount 
thus accumulated is tax free when paid. 
The husband is transferring premium an- 
nually from the top federal estate tax 
bracket. The income at maturity is 
guaranteed to the wife for life, and there 
will be a savings in income tax due to a 
separate report made by the wife. 

“Formerly I figured I was the widow’s 
friend,” Mr. Hasek said. “Recently, I 
have concluded that I am the widower’s 
friend.” 

The market for fathers purchasing 
insurance on their sons is a big one, 
Mr. Hasek said. His approach is to 
ask the prospect if he has a couple 
of minutes, adding that he is not there 
to talk about insurance on his listener. 


Tremendous Cash Advantage 


He explains to the father that if he 
does not buy the insurance on the son 
the boy will be 25 before he is through 
school and able to purchase insurance 
on his own. Yet there is a tremendous 
cash advantage in a contract purchased 
at age 10 as compared to age 25. It 
becomes paid up at age 36 instead of age 
49, and the boy has 15 years additional 
insurance protection. He will be pro- 
tected against uninsurability because of 
health, occupation or residence. He will 
have guaranteed values established for 
education and business opportunities, and 
the premium advantage will give him a 
head start as compared with boys whose 
fathers did not take similar action. 

The father is annually transferring sys- 
tematically premiums from the top 
bracket of his federal estate tax. The 
interest earned on the premium by the 
father if invested otherwise would be 
negligible due to low interest yield. The 
purchase, Mr. Hasek added, teaches the 
son the best method of creating an 
estate and inculcates in him the habit of 
thrift. The father selects the company. 
The examination impresses the boy with 
the importance of good health and with 
the responsibility of meeting the obliga- 
tions. 


PROGRAMMING 








It will be increasingly important for 
the agent to do an able, effective pro- 
gramming job for his policyholders in 
the next 10 years, Leon B. Fink, Equi- 
table Society, said in his talk on “Pro- 
gram Selling Ideas.” However, he 
prefaced his remarks by saying that 
agents selling an average size case of 
from $5,000 to $10,000 and producing 
from $250,000 to $500,000 per year from 
package and policy sales may be better 
off to continue with their present meth- 
ods. It is the agent in a city territory 
who is producing less than $250,000 per 
year with an average sale between $2,000 
and $5,000 who can materially improve 
his income by an intelligent use of pro- 
gramming, Mr. Fink said. 

By adding program selling to his 
present methods of package and policy 
selling, the agent should increase his 
income 25 to 100% by increasing his 
average sale, get more sales from the 
income group earning over $400 per 
month where these larger sales are made, 
and increase his prestige. A good pro- 
gramming job makes the client feel that 
the agent is the best qualified insurance 
man in town. 

All programming is not complicated 

(CONTINUED ON PAGE 24) 
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Franklin Life Plans 
New Home Oftice 
Addition 


Franklin Life is planning to build a 
new home office unit adjoining its pres- 
ent building in Springfield, Ill., as soon 
as possible after the end of the war. 
The new structure will at least double 
the present available floor space, accord- 
ing to President Charles E. Becker. The 
new home office unit will cost between 
$500,000 and $600,000, and will be 
erected under the supervision of Aul- 
schlager & McCammon, architects for 
the Roxy Theater in New York and the 
Cincinnati railroad terminal. 

Plans for the new buildings are ex- 
pected to be completed and approved 
within, three months time and excavation 
will begin just as soon as the WPB per- 
mits the resumption of non-military con- 
structions. 

Franklin Life needs additional home 
office space as its personnel has in- 
creased by 125 individuals in the five 
years of Mr. Becker’s administration. 

Franklin Life now operates in 26 
states and Hawaii, and according to 
plans will be qualified in practically 
every state within the next three years. 


Business in force is expected to reach a 
grand total of $350 million with $75 
million of assets before the end of 1945. 





Guardian Life Attains 
$600 Million Stature 


The $600 million mark for insurance 
aor has been passed by Guardian 

ife. 

The new milestone was achieved in 
April as one of the most successful pro- 
duction campaigns in history was ap- 
proaching its close, and climaxed the 
new paid-for business for the first four 
months of 1945. The increase for April 
was 14%. 

Paid-for business of more than $50 
million in 1944 and continuing produc- 
tion gains in the first third of 1945 made 
possible the achievement of this new 
record. 





Liberal Investment Bill Advanced 


MADISON, WIS.—The Wisconsin 
assembly has passed and sent to the sen- 
ate a bill sponsored by domestic life 
companies to permit them to invest up to 
5% of their admitted assets in invest- 
ments to finance reconversion, newer 
types of industries and investments au- 
thorized under the G. I. bill of rights. 








done. 
the field underwriter. 


continuous process. 


tive, standard procedure. 


variations. 


LIFE 


LOUtSVELLE « 


COMMONWEALTH 


Commentary 


OUR SEVEN TRAINING 
PRINCIPLES 


Recognizing that a sales force is as stable, efficient 
and productive as it is trained to be, The Common- 
wealth subscribes to the following underlying prin- 
ciples in its training program: 

1. It is the responsibility of the company to train 
its managers, to furnish adequate training equipment, 
to definitize the training process, and to supplement 
the manager’s training work and see that his job is 


2. It is the responsibility of the manager to train 
3. Training is not a one-time performance but a 


4. New-man training should put the new man into _ 
production as quickly as may properly be done. 


5. Training is more than teaching. It involves 
imparting knowledge, plus building habits and skills, 
plus building the right attitude. 


6. Training should have a central theme. 
should develop the agent’s ability to use simple, posi- 


7. Training should recognize varying capacity 


and aptitude, and should be graduated to meet such 


Insurance in Force, April 80, 1945 — $249,476,769 


COMMONWEALTH 


INSURANCE COMPANY 
MORTON BOVO, President 


WHERE QUALITY MEN ARE BUILDING QUALITY VOLUME 
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New Wagner-Murray 
Dingell Bill 


WASHINGTON—The new Wagner- 
Murray-Dingell social security bill, in- 
troduced Thursday includes under the 
basic social insurance system about 15 
million persons now excluded, farm 
workers, domestic employes, seamen, 
employes of nonprofit institutions, and 
independent farmers, self-employed pro- 
fessional persons and small business- 
men, and some employes of state and 
local governments. 

It proposes prepaid personal health 
insurance, providing for medical care 
and hospitalization costs. Also tem- 
porary disability insurance benefits and 
unemployment benefits on a federal 
basis—$5 to $30 per week for 26 weeks. 
Also more liberal retirement, survivors 
and total disability benefits with $20 
per month minimum and $120 maximum. 

The bill provides for a 10-year pro- 
gram of federal grants and loans to total 
$950 million for construction and ex- 
pansion of hospitals, health centers, etc., 
to be financed out of general revenues, 
the federal government to pay from 25 
to 50% of project costs, with loans addi- 
tional up to 25% thereof. 

Also for federal grants to states from 
general revenues for expansion of pub- 
lic health services, the federal govern- 
ment to pay from 25 to 75%, depending 
upon state incomes. 

Under the social insurance provisions, 
the bill proposes 4% contributions each 
on employers and employes, government 
contributions being authorized “when 
necessary.” 

Provision is made for credit of $160 
representing wages under the system 
for each month of military service. 

A national social insurance trust fund 
would be created, into which contribu- 
tions would go, all of its funds being 
invested in government bonds. 

State and local government employes 
not now covered under existing pension 
systems may be covered under the fed- 
eral system for retirement, survivors, 
extended disability and medical insur- 
ance under voluntary compact between 
the social security board and the gov- 
ernmental unit. Hourly employes of 
Tennessee Valley Authority are the only 
federal employes that would be covered. 

The proposed contributions each by 
employe and employer are divided in 
the bill as follows: Retirement, sur- 
vivors and extended disability, 1%; med- 
ical care and hospitalization, 1.5%; tem- 
pets disability, .5%; unemployment 


The bill would establish a national 
social security advisory council to in- 
vestigate, recommend, and formulate 
policies, etc. 

It is proposed to limit hospital case 
to 60 days per year, with a possible 
maximum of 120 days if experience 
proves “the fund can afford it.” All 
qualified hospitals would be eligible. 

Old age and survivors insurance bene- 
fits would be broadened to include 
monthly cash benefits where the insured 
is totally disabled for six months or 
more before reaching retirement age. 
These would equal OASI benefits 
and would be increased where there are 
dependents. 

Eligible retirement age for women and 
widow’s benefits the bill would reduce 
from 65 to 60. Lump sum payments 
upon death of insured workers woud 
equal six times the primary old age 
benefit. 





Cullimore Leaves Ida. Post, 
Mrs. Dewey Acting Head 


_Howard M. Cullimore has resigned as 
insurance director of Idaho to become 
president of Snake River Mutual Fire 
of Idaho Falls. He had been insurance 
director since January, 1943. 

Mrs. Laura E. Dewey, formerly dep- 
uty, has been appointed acting Idaho 
director. She has been associated with 
her husband, Con Dewey, in a local 
agency at Nampa. 


Commissioners’ 
St. Paul Program 
Is Presented 


ST. PAUL.—A full calendar of bys. 
ness sessions will confront the National 
Association of Insurance Commissione;; 
convening here the first week in June, 

The complete schedule of meetings js: 


Saturday, June 2 


2 p.m.—Executive committee, Scheuf. 
ler, Missouri, chairman. 
Sunday, June 3 
Executive committee, on call of chair. 
man. 
Monday, June 4 


9 am.—Zone meetings (called py 
chairmen as to exact time and place), 


—e Read, Oklahoma, 
chairm 

a Sullivan, Washington, 
chairman. 


11—Full session of the association 
main ballroom, Johnson, Minnesota, pre. 
siding. 

2:30—Federal legislation, Harrington, 
sa ae age chairman. 

2:30—Fire and marine, Carroll, Rhode 
Island, chairman. 

:30-—Fire prevention and SWIS na- 
tional directors, McCormack, Tennessee, 
ag orf we 

30—Unauthorized insurance, Parker, 
Georgia, chairman. 


:30—Taxation, Holmes, Montana 
ay | : 
4:30—N.F.C. mortality, Roy Diepen- 


brock, Missouri actuary, chairman. 
Tuesday, June 5 


9 a.m.—Accident & Health, Garrison, 
California, chairman. 

9—Life, Thompson, Oregon, chairman. 

10:00—Valuation of securities, Dineen, 
New York, chairman. 

10:3 orkmen’s compensation, 
Hodges, North Carolina, chairman. 

2—Laws and tae Fraizer, Ne- 
braska, chairma 

2—Social security, Allyn, Connecticut, 
chairman. 


3:30—Casualty and _ surety, Bowles, 
Virginia, chairman. a: 
3:30—Multiple coverage, Harrington 
Massachusetts, chairman. 
Wednesday, June 6 
9:00 a.m.—Real estate, Neel, Pennsyl- 


vania, chairman. 

9—Interstate rating, Forbes, Michigan, 
chairman. 

10—Group hospitalization and med 
ical service, Goodpaster, Kentucky, 
chairman. 

10—Automobile assigned 
Parkinson, Illinois, chairman. 

11—Blanks, Walter Robinson, 
deputy, chairman. 

2—Full session of association. 


Thursday, June 7 
9:30 a.m.—Adjourned committee mett- 
ings (called by chairmen as to exact 


time and place). 
11—Final full session. 


risk plan 
Ohio 





Florida Split Premium Tax 
Measures Are Signed 
TALLAHASSEE, FLA—The gor- 


‘ernor has signed the two Florida pre- 


mium tax bills. One provides for a 2%, 
tax on all companies while the other 
allows home companies exemption ot 
home state business. If the second 
measure is attacked in the courts, it is 
felt that the state’s revenue under the 
first bill will not be affected. 





A.L.C. Executive Group 
Holds Chicago Parley 


The American Life Convention heli 
a largely attended meeting of its exect: 
tive committee at the Edgewater Beacl 
Hotel, Chicago, Monday and Tuesday: 
Tuesday evening L. F. Lee, A.LC 
president and president Occidental Lite 
of Raleigh and of Peninsular Life, Jack 
sonville, and Dwight Clarke, executivt 
vice- -president of Occidental Life of 
California, were joint hosts at a ft 
ception and dinner. 

No decision was reached as to the af 
nual meeting. 





Agents on Commission Exempted 


SAN FRANCISCO — Insuran¢t 
agents compensated by commissio1i 
only are exempt from the provisions 
the California unemployment insurant 
act under the terms of a bill now befor 
Governor Warren for signature. 
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Marsh & McLennan 
to Service ATC 


Insurance Program 
WASHINGTON—The War Depart- 


ment has approved a proposal of Indem- 
nity of North America as “most nearly” 
fulfilling its requirements for personal 
accident trip coverage for passengers on 
planes of the air transport command, 
whether they are members of the armed 
forces or civilians. 

H. E. Hilton, U. Chamber of Com- 
merce insurance PooMicacei has an- 
nounced receipt of notification from the 
department of its action, following ex- 
amination of all proposals submitted to 
provide this coverage. Mr. Hilton states 
the chamber has been “officially asked to 
thank the other bidders for their cooper- 
ation.” Successful conclusion of nego- 
tiations between the army and insurance 
interests, conducted largely through Mr. 
Hilton, is considered a “feather in his 
cap.” 

North America’s proposal was ac- 
cepted with the understanding, it is 
stated, “(a) that the War Department 
reserves the right to withdraw the avail- 
ability of its facilities in connection with 
this insurance at any time; and (b) that 
this entire program may be subject to 
review at the end of a one-year period at 
which time the War Department shall 
be free to accept new bids or make any 
other _arrangements it may then decide 
upon.’ 

Extension of the trip accident insur- 
ance plan to ATC passengers was an 
idea:developed in the Chamber’s insur- 
ance department which brought private 
insurance companies and officials of ATC 
and NATS together at a conference at 
Washington last January. 

The Indemnity Company program 
will be serviced by Marsh & McLennan. 

Wherever there’s an ATC base a pass- 
enger can obtain accident protection up 
to $10,000 as easily as he can buy a 
money order. The applicant need only 
fill out an extremely simple form, retain- 
ing one copy and mailing one to his ben- 
eficiary. Another copy goes to the com 
pany and another is retained by a ‘“‘wit- 
nessing representative” of ATC. Rates 
are based on amount, time and trip, but 
a typical policy for $5,000 would cost 
about $5 for 10 days anywhere in the 
world. 

Pending receipt of ‘formal approval 
from west coast naval officers, it was 
definitely and authoritatively stated that 
the navy was “coming in” this week on 
Indemnity of North America air trans- 
port command program. 

The program calls for issuance of an 
underlying master policy to embody the 
contract terms agreed upon. Certificates 
were not vet printed early this week for 
issuance to passengers. Insurance con- 
ditions applicable under the certificate 
refer or revert back to provisions of the 
master policy. 

It was not deemed possible to work 
out the policy or certificate on the basis 


of a trip from one specified point to 
another, because of the necessity of 
maintaining military security, the prac- 


tice of military transport planes chang- 
Ing routes from time to time, and the 
Possibility of changing army personnel 
assignments or other military orders. 

However, the policy or certificate does 
represent trip coverage, but on a time 
basis, rather than distance, or definite 
Toutes or destinations. Points are not 
to be designated. It is unlike foreign 
travel insurance, it is stated. 

For the minimum of 10 days, $5,000 
trip accident coverage can be obtained 
for $5 under the program. Rates are 
Provided for other trip coverages esti- 
mated at 30 days, 2, 4 and 6 months, 


and 1 year. However, these rates were 
Not available here this week. Accord- 
mg to report, however, rate for one 


year would be too costly to encourage 
Purchase of such a certificate. 

ATC passengers desiring coverage 
may obtain a certificate, it is stated, by 


YIIM 





depositing a money order or check at 
the air transport base of departure. 

The coverage applies from the time 
of “briefing” for the trip on which the 
insured is embarking to the end of the 
airltrip, the latter including transporta- 
tion to destination. What consititutes 
the termination of a trip is defined at 
some length in the policy but the intent 
is to terminate or suspend the coverage 
at the point where the air trip may 
logically be considered to end. <Acci- 
dents not incidental to the trip are not 
covered, even though they occur during 
the period covered by the policy. How- 
ever, all types of accidents, non-flying 


as well as those directly connected with 
aviation are covered if incidental to the 
trip. For example if a passenger were 
walking from the briefing tent to the 
take-off point and was hit by a jeep 
he would be covered. 


Coverage is for death and dismem- 
berment. Policies are available in 
amounts of $2,500, $5,000, $7,500 and 
$10,000. 


Poinier Agency Supervisor 


John Poinier has been appointed 
agency supervisor of the Harry Gardiner 
agency of John Hancock in New York 


City to devote himself to recruiting 
agents and developing sales ideas and 
material for the whole time force. He 
joined the agency as a whole time agent 
in August, 1941, and has consistently in- 
creased his production. He has been ac- 
tive in the Life Underwriters Associa- 
tion of New York, being a director, and 
last year was membership chairman. 


Great Northern Life of Chicago, 
announces the appointment of G. R. 
Klingsporn as general agent at Eau 
Claire, Wis., and E. J. Logelin at Willis- 
ton, N. D. 








@ What makes a winner, anyway? Is it the jockey? Or is it the horse? Or 
is it a combination of both? 


@ Any track man will tell you that a poor rider can ruin a Man-O-War. And 
an Earle Sande couldn’t win the Derby with a plug. 


@ It’s that way in life insurance, too. It takes a combination of good man 
and good policy contracts to make a real winner. At the Franklin Life we 
have both. 


That’s why cash earnings paid to Franklin representatives during the first 
quarter of this year were 45% greater than in the first quarter of 1944. 
That’s why 159 men broke stiff quotas in the March Anniversary month 
contest, and ten men, in the same month, sold a total of $1,262,426.00 of 


business. 


@, Good? Of course they’re good! But exclusive Franklin policies like the 
President’s Protective Investment Plan, the Lifetime Disability Income 





Plan, and the Guaranteed Life Annuity were responsible for a huge 
volume of their sales. 


@ So, if you are really good, and are looking for an opportunity equal to 
your abilities, inquire about a Franklin agency franchise. It’s an inside 
track to success. 
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Life Underwriters Get 
Credit for New Minn. Law 


The Minnesota Association of Life 
Underwriters is credited in large part 
with having brought about enactment 
of the Minnesota law recently signed 
governing the restrictions which can 
be written into life insurance contracts 
in connection with aviation. Under the 
new law there can be no restrictions 
so far as any passengers are concerned 
whether they are riding as a fare 
paying passenger in a commercial plane 
or as-a pleasure passenger in a private 
plane. Only policies issued to pilots, 
officers, members of the crew, persons 
whose occupation entails duty aboard 
aircraft in flight or persons participat- 
ing in aviation training may provide 
for less than the face amount of policy 
if death is the result of aviation. No 
limitations for persons not engaged in 
aviation can be for more than five years 
from the date of issue of the policy. 


Long Troublesome Question 


All local associations in the state took 
an active part in promoting this legis- 
lation. They concluded that permanent 
restrictions in all policies in connection 
with aviation is unwise. Carl V. Lyse 


was author of the bill that was enacted 
and Commissioner Johnson cooperated 
in connection with the legislation, 

The Minnesota aviation exclusion 
question has been a troublesome one 
since 1941. It was a very involved prob- 
lem. Among other things the Minnesota 
law was extra-territorial in its effect 
so far as domestic companies were con- 
cerned. It provided that a Minnesota 
company throughout the country must 
conform to the Minnesota law. The 
1945 act, however, specifically permits 
Minnesota companies in other states to 
follow the laws of those states. 

Also previously it was required that 
the aviation exclusion provision be read 
to the assured. Now it is merely pro- 
vided that the assured shall give con- 
sent to the exclusion in writing. 


Crane Endorsed for Second 
Term as N.A.L.U. Trustee 


At the annual meeting of the Indiana 
Association of Life Underwriters, E. A. 
Crane, Northwestern Mutual, Indianap- 
olis, was unanimously endorsed for re- 
election as trustee of the N. A. L. U., 
with a resolution of commendation for 
the service he has rendered in that posi- 
tion the past two years. 





Holds Fraternals 
Subject to Okla. Tax 


The Oklahoma 4% premium tax, re- 
cently made applicable to domestic as 
well as foreign insurers, applies to fra- 
ternal societies, mutual benefit associa- 
tions, stipulated premium companies, 
farmers mutual fire insurance companies 
and farmers mutual fire insurance asso- 
ciations, the attorney general opines in 
answer to an inquiry from Commissioner 
Read. 

Also the increase of the annual tax 
for agents’ licenses applies to farmers 
mutual fire insurance companies and 
farmers mutual fire insurance associa- 
tions. 

In answer to the question of whether 
a foreign insurer which withdraws from 
Oklahoma and ceases to do business 
there prior to the license year begin- 
ning March 1, is subject to the premium 
tax, the attorney general holds that it 
must pay 4% on its premiums for the 
preceding year. He finds that such a 
company is not liable for the tax under 
the 1945 law because that tax is payable 
by Feb. 28 for the privilege of writing 
business in the state during the succeed- 
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ing license year. However, it is subject 
to the 1941 law for the privilege of hay. As: 
ing been permitted to enter Oklahoma 
to do business during the license yea Ta: 
ending Feb. 28, 1945. 

Finding that fraternals, mutual bene. h 
fits, etc., are subject to the tax, the = ; 
attorney general pointed out that the ried 3 
1941 law extended the taxing provisions | ™¢"t 
to every “foreign insurance company, | 8 ta: 
copartnership, association . . . doing Jature 
business in... Oklahoma .. . as an jn. | receiv 
surance company of any nature or char. § the st 
acter, whatsoever...” The 1945 tay$ mium 
extended the provisions to all domestic this b 
companies, copartnerships and associa. F ness 
tions except the associations organized ay tl 
under the wings of Grange, Order of Pa. Sats 
trons of Husbandry and Oklahoma Stat js exe 
Union of Farmers Educational & (Co. ficiary 
operative Union of America. child 

The attorney general alluded to the§ which 
Oklahoma laws providing that fraternal, Thi 
stipulated premium, mutual benefit life : 
companies are exempt from or not sub. 
ject to insurance laws of the state not 
contained in statutes expressly relating 
to such companies and associations, 
However, he expressed the opinion that 
these exemption statutes are not con- 
trolling as to subsequent general laws 
relating generally to every insurance 
company and association “of any nature 
or character whatsoever.” 

The attorney general said he has ae 
some doubt of the correctness of his a. 
holding as to fraternals and expressed) © 
the belief that they should be treated 
as subject to the provisions of the 194 
tax unless and until a court of com. 
petent and final jurisdiction holds other- 
wise. He observed that two of the three h 
domestic fraternals have paid the tax itt I 
and that the case of Royal Neighbors vs. on 
Read decided in 1937 is not controlling of the 
since the reporting and taxing provi: 
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\ NATIONAL QUALITY AWARD 


oN SSS: 





kw Kk: 


% 
Stace Mutual Life is happy to add its endorsement of the National 

; s 

Quality Award. 

ati. | 
National recognition of quality underwriting has been long 
1 needed in the industry. 

~, ° We congratulate the two Committees representing the Na- 


; 
i - i ‘ z ‘ 

. °# tional Association of Life Underwriters and the Life Insurance 
j 


vy Sales Research Bureau whose untiring efforts to produce a cita- 
tion for faithful adherence to sound principles of life underwrit- 


ing have borne such fruitful results. 


We believe that public recognition of the National Quality 


Award will gain swift momentum and that its possession 


bestows prestige on every life underwriter who qualifies. 
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ASSURANCE COMPANY OF WORCESTER, MASSACHUSETTS 


NOW IN ITS SECOND @GeaivuRY 


CHARTERED 1844 








sions of the law enacted in 1931 Con- 
strued in that case were extended in 
1941 and 1945 to take in virtually al 
companies. 

As to stipulated premium life compa 
nies, he pointed out that all of the eight 
domestic insurers except Republic Lif 
of Oklahoma City and both of the tw 
foreign companies operating in Ok: 
homa have complied with the tax. 

As to mutual benefit life associations 
all of the 14 domestic associations other 
than American Reserve Life of Mus 
kogee and Universal Life & Accident 
of Duncan have complied with the act 


PAY IN MONT. UNDER PROTEST 

HELENA, MONT.—A total of 22 in 
surers have paid $36,640 in premium 
taxes this year under protest because 0 
the uncertainty created by the Supremt 
Court decision that insurance is_ intet} 
gtate commerce, Commissioner Holmé 
states. 


Paul Miller Quits Pa. Post, 
Joins Taft Woody Agency 


Paul S. Miller, executive secretary 0 
the Pennsylvania Association of Lit 
Underwriters, has resigned to go int 
active field work as a member of th 
Taft Woody agency at Harrisburg 0 
Equitable Society. 

Prior to his appointment as executiv 
secretary in March, 1944, Mr. Mille 


















was with Penn Mutual Life, in th 
agency department of the home offic 
He entered life insurance in 1930 wil 
E. R. Eckenrode, then general agef 
at Harrisburg for Penn Mutual, late 
becoming cashier at Omaha and offi 
manager at Cleveland for the same cot 
pany. 

He has been active in associati0 
work in Harrisburg, Omaha, Clevelat 
and Philadelphia. He was founder at 
first president of the Omaha _ Li 
Agency Cashiers Association, first of th 
cashiers’ groups, founded in 1936, aul 
later served as president of the Clev 
land Life Agency Cashiers Associati0 

Mr. Miller is a past president of # 
Pennsylvania Junior Chamber of Co# 
merce and is immediate past vice-préq 
dent of the U. S. Junior Chamber! 
Commerce. He is active in communi 
and civic affairs. 
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Assails Inheritance 
Tax Bill in Mass. 


The Boston “Herald” of May 19 car- 
ried a strong editorial opposing enact- 
ment of a bill reported by the committee 
on taxation of the Massachusetts legis- 
jature requiring taxation of the proceeds 
received on the death of a resident of 
the state in the proportion that the pre- 
miums have been paid by him. Under 
this bill, if the insurer is one doing busi- 
ness in Massachusetts it is required to 
pay the tax and deduct it from its pay- 
ments to the beneficiaries. Only $1,000 
js exempt except in the case of a bene- 
fciary who is husband, wife, parent, 
child or grandchild of the decedent in 
which case the exemption is $20,000. 

This bill, the editorial observes, re- 
verses a long established public policy. 
It affects unfavorably many thousands 
in the state. Hitherto it has generally 
been found that the provision which the 
conscientious breadwinner of ‘a family 
makes for his dependents upon his death 
should be free from the clutches of the 
tax gatherer. Although life insurance is 
included in the taxable estate of a de- 
cedent for federal estate tax, the federal 
law is not applicable to estates of less 
than $60,000. Most of the few states 
which impose inheritance taxes on in- 
surance payable to named beneficiaries 
have granted much higher exemptions 
than are proposed for Massachusetts. 
One of the advantages of life insurance, 
the editorial observed, has always been 
the prompt payment of the policies, 
often within a few days after the death 
of the insured. Under the bill in ques- 
tion the insurance could not safely be 
paid until at least a year after the death 
of the insured. “The dependents would 
be left to get along as best they might 
in the interval.” 

The “Herald” points out that with 
$1 billion 400 million taken out of Mas- 
sachusetts each year in federal taxation 
the state is hard put to it to raise the 
approximately $70 million which it 
needs each year to finance its own re- 
quirements. ‘“Even so, we should not 
adopt a tax primarily affecting and 
penalizing widows and orphans of the 
lower income families.” _ 

Life insurance companies, agency oOr- 
ganizations and policyholders turned out 
in force to protest against the inheri- 
tance tax bill. 

Commissioner of Taxation Long sup- 
ported the bill and argued that inas- 
much as beneficiaries of bank accounts 
of $10,000 or over had to pay a tax 
on such inheritance, a tax should also 
be paid on inheritance of life insurance 
policies of at least $20,000. Originally 
he had asked for a $10,000 limit, but 
the taxation committee had raised the 
exemption to $20,000. 

Counsel Nash of Columbian National 
Life pointed out insurance benefit is 
not an inheritance, as the beneficiary 
became owner of the policy proceeds 
from the time the insurance contract 
was entered into. The bill, he said, pro- 
vides for double taxation, since the state 
already taxes insurers on premiums. He 
declared it would impose great hard- 
ship on the companies and beneficiaries 
and hold up prompt payments through 
litigation, since one of the principle pro- 
visions of the bill is that a tax would 
be levied if the premiums were paid 
by any but the insured. It would be 
impossible to determine whether a wife 
paid the premiums on her husband’s 
policy with her own money. The pay- 
ments might be held up for years. 
Director Z. E. Hall of Boston Mutual 








Life declared payments made under a 
life policy are not an inheritance and 
had been so held by the courts, that a 
beneficiary received nothing that he did 
not have before. Boston Mutual pays 
3,000 death claims annually, and for 
the most part on the day the proof of 
death is received. There could be no 
such promptness if the bill went into 
effect. 

President George A. White of State 
Mutual Life brought out that no one 
was taxed during life when they made 
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a genuine gift of property or money to 
a relative or friend, so why should he 
be taxed when he signed a contract to 
make such a gift after he was dead. 
Only eight states have a tax on life 
insurance benefits and it would be un- 
fortunate if it came to pass that one 
could not afford to die in Massachusetts. 


Jack Hilmes Is Endorsed 
for N.A.L.U. Trustee by Iowa 


DES MOINES—The Iowa Associa- 
tion of Life Underwriters at its annual 
meeting’ here went on record as en- 
dorsing Jack Hilmes, Equitable of 
Iowa, Des Moines, as a candidate for 
N.A.L.U. trustee. Mr. Hilmes has been 
a member of the Million Dollar Round 
Table for two years and has been with 
Equitable for 24 years. He is a past 
president of the Des Moines and state 
associations. 


There will be seven trustee positions 
to be filled. In addition to the six 
whose terms are expiring there will be 
an unexpired one-year term to be filled 
whether Jul B. Baumann of Houston or 
Clifford H. Orr of Philadelphia is elected 
secretary. Both of these men were re- 
elected as trustees for a two-year term 


in 1944. They are the two candidates 
for secretary. 

The six whose terms are expiring are: 
E. A. Crane, Northwestern Mutual, 
Indianapolis; E. Dudley Colhoun, She- 
nandoah Life, Roanoke; Wayman L. 
Dean, Life & Casualty, Jacksonville; 
E. J. Dore, Berkshire Life, Detroit; 
Ralph W. Hoyer, John Hancock Mutual, 
Columbus, and Steacy E. Webster, 
Provident Mutual Life, Pittsburgh. 

Active movements have already been 
started for the reelection of Colhoun, 
Crane, Dean and Webster. There has 
been no official word as to Mr. Dore and 
Mr. Hoyer. 

The first campaign to be announced 
for a man that is not now a trustee was 
that for John D. Moynahan, Metropoli- 
tan Life, president of the Chicago 
Association of Life Underwriters. Mr. 
Hilmes is now in the field and other 
announcements are expected. 


Campbell to Pacific Coast 


A. F. Campbell, brokerage manager of 
Zimmerman-Hunken agency of Connec- 
ticut Mutual Life, Chicago, has resigned. 
He is moving to California and plans to 
enter general insurance production in the 
coast territory. He started with the 
western department of Queen in 1913. 
Later he was with Marsh & McLennan, 
with Millers National in the Cook county 





field, and then with the Budinger agency 
of Franklin Life doing brokerage work. 
He will be located at 1201 Emery street, 
Elmonte, Cal. 


Chicago for Phil Hobbs as 
National Vice-president 


Philip B. Hobbs, agency manager of 
Equitable Society in Chicago, unani- 
mously has been endorsed for vice- 
president of the National Association of 
Life Underwriters by the directors of 
the Chicago association. He is secretary 
of the National association and has a 
long and outstanding record of service 
in association work, National, state and 
local. The Illinois association at its 
annual meeting in April unanimously en- 
dorsed Mr. Hobbs. 





Form Oregon Round Table 


PORTLAND, ORE.—The Oregon 
Quarter-Million Dollar Round Table has 
been organized with I. Elliott, Pruden- 
tial, as president. A. Floyd Scott, Ore- 
gon Mutual, first vice-president; S. 
Johnson, Sun Life of Canada, second 
vice-president; W. W. Robinson, Mu- 
tual Life, secretary, and Mrs. Elma 
Easley, California-Western States, treas- 
urer. There are 42 members. 





and delivers live leads. 





Direct Mail performs many tasks for LNL men. 
It conserves gasoline, tires, shoes, and money. It 
makes appointments, saves time, builds prestige, 


The Lincoln National 


Fort Wayne 1 





WILLING SERVANT 


The LNL Direct Mail Kit contains a set of pre- 
approach Direct Mail letters designed for twelve 
different Life Insurance situations; a complete set 


Indiana 





More Than One and One Half Billion of Life Insurance in Force 





of Gift letters covering popular Life Insurance 
plans; and a variety of reply-type letters which are 
furnished without cost to field men in large quan- 
tities for mass mailing. 
secure up to 20% replies for their users. 


A $650,000 LNL producer testifies: “I owe 90% 


6f my business to our Direct Mail.” 


Life Insurance Company 


Lead-producing letters 
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Eviékecii Trial 


Under Way in N. D. 


BISMARCK, N. D.—Oscar E. Erick- 
son, suspended insurance commissioner, 
went on trial here Tuesday before the 
state senate. 

The charge of “crimes, corrupt con- 
duct, malfeasance and misdemeanors in 
office’ grew out of an interim investi- 
gating committee report filed with the 
house during the closing days of the 
1945 legislative session. Upon impeach- 
ment by the house by a vote of 70 to 
41 Erickson was removed from office 
pending the outcome of his trial. If 
he is acquitted, he will be reinstated 
as insurance commissioner. 

Articles of impeachment charge that 
Erickson received “kickbacks” from 
agents and companies in connection 
with reinsurance of the state hail insur- 
ance fund. Chief witness for the state 
is Otto R. Vold, former manager of the 
state fire and tornado fund, a division 
of the insurance department. 

The 1941 legislature created an_ in- 
terim committee to investigate the in- 
surance department and appropriated 
$15,000 for its use. Its report to the 
1943 legislature, however, was filed in 
state archives. Another interim com- 
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mittee was created and $20,000 in ex- 


- penses appropriated. 


The defense moved to dismiss the 
impeachment proceedings against Erick- 
son, on motion by Erickson’s chief 
counsel, Francis Murphy of Fargo. The 
defense claims that charges in the im- 


peachment do not constitute impeach- 
able offenses as defined by state con- 
stitution. A senate judiciary commit- 


tee report was adopted, recommending 
that the trial be conducted under the 
rules of criminal procedure under which 
Erickson cannot be forced to testify. 

Until a few months ago Erickson was 
a contender for leadership of the Non- 
partisan League in North Dakota. Sub- 
sequently he was removed as_ pub- 
lisher of the Nonpartisan League's offi- 
cial newspaper, “The Leader.” 





Van Gelder Joins Manhattan 


M. van Gelder has become associated 
with the Chicago branch office of Man- 
hattan Life under Grover C. Simpson 
as special representative. Mr. van Gelder 
for the last six years has been in the real 
estate and insurance business on the 
north and northwest side of Chicago and 
for the last five years had a brokerage 
arrangement with the Manhattan Life. 
During this period he developed a large 
personal clientele and now he will spe- 
cialize in selling life insurance. 











Plan 





eared for You 


¢ We have proved that in different communities there are high 
grade men capable of doing an outstanding job of agency building. 
The “BUILDERS OF MEN” Plan is geared for medium size agency 
operation, thus providing within a given state several General Agency 


opportunities rather than one or 


two large centralized agencies. 


e During the past ten years the “BUILDERS OF MEN” Plan has helped 
make possible the unusual progress our General Agents are making. 
© Perhaps you are wondering what the next ten years can be made to 


do for you in this business of life insurance. Possibly your town should 
become the home of a new General Agency. Why not ask about it? 


Guarantee Mutual Life Company 


An Organization You Can Proudly Represent--Ask any of Our Representatives 


A. B. OLSON 
Vice President 


Founded 1901 


Omaha, Nebraska 





Zaiser Is lowa 


Round Table Head 


DES MOINES—Will H. Zaiser, Pru- 
dential, Des Moines, was elected chair- 
man of the Iowa Quarter Million Dollar 
Club at the annual meeting here. Mr. 
Zaiser succeeds Preston H. Luin, Des 
Moines. 

Henry Meese, Travelers, Davenport, 
was reelected first vice-chairman; Ray 
Short, Equitable Society, Cedar Rapids, 
was elected second vice- | Har- 
old A. Miller, Mutual Life, N. ‘Coun- 
cil Bluffs, secretary-treasurer; is cv. 
Shepherd, National Life, Vt., Cedar 
Rapids, was named qualification chair- 
man. 

The club has a total membership of 
80, 29 being added so far this year. 

James F. Ramsey, manager Bruce 
Parsons agency of Mutual Benefit Life, 
Chicago, spoke on “Business and Key 
Men Insurance.” 

Two round table discussions were held 
with Robert Bickel, Paul Welty, Ray 
Switzer and Harold Miller discussing 
methods of creating a clientele while 
Henry Meese, Charles Kuttler, W. B. 
Strief and C. V. Shepherd considered 
annual deposits and retirement annui- 
ties. 

Life memberships were awarded to 11 
who have completed three consecutive 
years of qualification: Gordon Forsyth, 
Bankers of Iowa, Colfax; Mrs. Rose M. 
Helm, New York Life, Logan; Charles 
Kuttler, National Life, Vt., Davenport; 
James T. McMahon, American Mutual, 
Waterloo; Henry Meese, Travelers, Dav- 
enport; J. A. Rhomberg, Northwestern 
Mutual, Dubuque; Leo A. Steffen, Occi- 
dental Life, Dubuque; Ray Switzer, 
Bankers of Iowa, Ames; Harold V. Tay- 
lor, Mutual Life, N. Y., Atlantic; R. M. 
Threlkeld, Sr., American Mutual, 
Rapids, and Warner H. Vandervoort, 
Equitable of Iowa, Pella. 


Guardian Life 
Agents Meet 


The 20th annual meeting of Guardian 
Council, an organization of agents of 
National Guardian Life, was held at the 
home office at Madison Monday and 
Tuesday. 

fhe program, arranged by President 
Louis C. McGann, included among 
others Professor Russell Tomlinson, 
head of the speech department at Lake 
Forest and now on leave to manage the 
Madison USO; Professor Robert Rey- 
nolds, history department University of 
Wisconsin; Professor R. J. Colbert, 
chairman social science department, ex- 
tension division, University of Wiscon- 
sin, who is on leave to manage the Com- 
mittee on Economic Development for 
Wisconsin; John Jones, officer of reha- 
bilitation division of veterans’ 
tration, and William Peterson, secretary 
Wisconsin State Chamber of Commerce. 
Three company officers gave short talks. 

A watch was presented to Franklin 
Van Sant, Madison, for his leadership in 


production. 
ficers for the ensuing year are: 
President, William A. Canary, Footville; 


honorary vice-president, Mr. Van Sant; 
second vice-president, Ad —— Eau 
Claire; secretary, Sigurd J. Stevenson, 
Milwaukee; treasurer, Caen Moors. 

The program concerned itself very lit- 
tle with the subject of life insurance, but 
was devised to broaden the understand- 
ing of what is going on this world. Be- 
sides the speakers named, an address 
was given by Walter Simon, in charge 
of the apprenticeship division of the vet- 
erans’ commission and Ralph Pierson, a 
representative of the U. S. employment 
service. 


Lauer Zones Illinois for 
Better Development 


In an effort to promote closer rela- 
tionship between local associations and 
the Illinois association, Thomas A. 
Lauer, Northwestern Mutual, Joliet, 
state president, has divided the state 
into zones, and is asking the state of- 


adminis- - 


ficers and directors to serve as sponsor 
for the locals in their districts. 

The zones constituted include: Kenney 
E. Williamson, Massachusetts Mutual, 
Peoria, vice- -president, sponsor of Bloom. 
ington, Galesburg, Peoria, and Quincy: 
Earl M. Schwemm, Great- West Life, 
Chicago, vice-president, spons Oring 
Kankakee, Waukegan, and Aurora; Ray 
M. Carlson, Prudential, Danville, sec. 
retary-treasurer, in charge of Cham. 
paign and Danville; and directors—N, P 
Brewer, Continental Assurance, Rock. 
ford, Freeport and Rockford; Kenneth 
L. Keil, Penn Mutual, Springfield, Cen. 
tralia, Decatur, Jacksonville and Spring. 
field: Paul E. Larson, Mutual Trust, 
Ottawa, LaSalle county and Rock River: 
E. C. Norton, Fidelity Mutual, Alton, 
East St. Louis, Carbondale, and Alton: 
Robert R. Reno, Jr., Equitable Society, 
Chicago, Elgin and Chicago. Mr. Lauer 
will sponsor his home association at 
Joliet. 


Beneficial Life Award Winners 


Beneficial Life has announced Roy 
Utley, general agent at Los Angeles, as 
winner of the President’s Cup. David 
M. Peterson received the award for 
greatest production; Charles Taylor of 
Oakland, organization and training. A 
plaque for morale was awarded the 
Provo and southern Utah agency. 





a HE PAPER SHORT- 
AGE IS NEITHER A JOKE 
NOR BUREAUCRATIC PROP- 
AGANDA. RATHER, IT IS 
ALTOGETHER ON THE 
STERN SIDE. 


* cS * 


THAT IS WHY we are forced 
to use paper which five years 
ago we would never have 
bought. We will always have 
paper but before we are out of 
the woods it may be even lighter 
in weight than today’s grades. 


PAPER is merchandised by 


pounds, not by square inches or 


feet. The weight of paper de- 
termines its printing qualities. 


When paper quotas are cut, it 
is not so much the number of 
sheets as the weight which is 
cut. 

UNFORTUNATELY, it is a 
long way from the tree to the 
printing press; so it may be 
many months, possibly a year 
or so, before paper conditions 
become normal. 


WE REGRET that our new 
“R & R Refresher Course” and 
the new edition of “An Intro- 
duction to Life Underwriting” 
could not be printed on more 
substantial paper. 


* Ok OK 


OUR BEST ANSWER IS TO 
MAKE THE THOUGHTS 
WHICH ARE PRINTED ON 
THE PAPER SO HELPFUL, 
SO INTERESTING, SO SOUND 
THAT THE QUALITY OF 
THE PAPER WILL NOT DIs- 
TURB YOU. 


PAUL SPEICHER 
Managing Editor 
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Option Setups 
Need Watching, Miss 
Kuhn Warns 


Great care must be exercised in em- 
ploying the settlement options in life 
policies, but if carefully and intelligently 
applied to the particular insured’s prob- 
lems they can perform very great serv- 
ice for him and his beneficiaries, Her- 
mine R. Kuhn, field assistant of Man- 
hattan Life at the home office, told the 
Women’s Division of the Chicago As- 
sociation of Life Underwriters at a din- 
ner meeting Tuesday. 

“Be sure when you draw up the agree- 
ment that you state in 1945 what should 
happen 10 years hence. The settlement 
option, or beneficiary optional settlement, 
is not a will but a contractual agree- 
ment, and must be carried out to the 
letter by the company. 

“I think the most important part of 
setting up agreements is to know how 
to combine the options to the best ad- 
vantage for whatever you wish to ac- 
complish for the insured and his bene- 
ficiary. There are two things which I 
feel every underwriter should know be- 
for drawing up beneficiary agreements— 
the laws of descent and the laws of liv- 
ing trusts.” 


Considers Tax Situation 

She reviewed the tax situation apply- 
ing to payments made under settlement 
options, emphasizing that whether in- 
sured elects for beneficiary before his 
death or beneficiary elects after insured’s 
death, proceeds left on deposit with 
company are taxable in full in the bene- 
ficiary’s return. This is true even if 
beneficiary does not have right of with- 
drawal of principal. However, the 
amended regulations 103 dealing with 
death benefits paid under installment 
settlement provisions exempt the entire 
amount of such installment benefit pay- 
ments from federal income tax so long 
as the options or modes of settlement 
were elected by insured before he died. 
Even excess interest payments made in 
addition to guaranteed installments are 
exempt when paid to beneficiary. Where 
proceeds are payable in periodic install- 
ments for beneficiary’s lifetime under a 
straight life income option elected by 
insured, the interest portion is income 
tax exempt to beneficiary, but if the 
beneficiary elects this option the Treas- 
ury considers only the portion of each 
installment representing payment of 
principal sum is exempt, Miss Kuhn said. 
In all cases where beneficiary selects the 
option, tax exemption ends when the 
principal sum has been received and fur- 
ther amounts are taxed. 

Miss Kuhn warned that weakness 
generally is found in the arrangement 
for protection of the secondary benefi- 
ciary. The agent should keep in mind 
how the primary beneficiary’s arrange- 
ments will affect the secondary benefi- 
ciary. “One of the weaknesses I have 
found is when the agreements are made 
out on an income basis to the secondary 
beneficiary and the optional clause is 
survivors or survivor. That of course 
means that the policyholder has disin- 
herited his grandchildren. When I point 
this out to the man his surprise is so 
keen that very rarely do I have to go 
any further to convince him that he 
should give me the policies to service. 
Therefore, be sure that when you ask 
for these beneficiary agreements you ask 
the company to specify that in case any 
of the children of the insured should die 
leaving issue then that child’s share to 
g0 to his or her issue, but if there are 
no issue then that child’s share to go to 
the other surviving children. 

“Another weakness I have found is 
one which also gives me the opportunity 
to obtain the man’s policies without any 
difficulty and this weakness is that the 
money in the final analysis would go 
back to the insured’s estate if the wife 
or children should pass away after the 
insured. I do not know whether you 
People know what it means to reopen an 





XUM 


estate after five, 10, or even 15 years. 
But in drawing up these agreements be 
sure to say that the money should go to 
the last survivor’s estate. 

“Of course, the spendthrift clause and 
judgment proof clause are very often 
missing in these agreements where there 
are no children. Very often you find that 
the man does not realize that the pro- 
ceeds may go to the wife’s family in- 
stead of his family. 

“You may wish to arrange so the in- 
sured’s wife should have an income for 
the next 10 years and a life income 
thereafter. You draw up this agreement 
and say to the company that for the next 
10 years so much income shall be paid 
to the insured’s wife. But you do not 
state that if the man should pass away 
five years from the date of the agree- 
ment that only five years income shall 
be paid. Therefore, if these agreements 
are not reviewed periodically—and I have 
seen agreements which have not been re- 
viewed for five, ten, or fifteen years—the 
man’s circumstances have changed en- 
tirely and the agreement is way out of 
date.” 

Grover C. Simpson, Chicago manager 
of Manhattan, was host at the dinner, 
assisted by Henry J. Hefferan, who has 
charge of the brokerage department 
there. Louise Konigsberg, division 
chairman, presided. 


Stock Exchange 
Association Group 
Plan Written 


Aetna Life has worked out a group 
life and double indemnity insurance plan 
for employes and active partners in 
brokerage companies affiliated with the 
Association of Stock Exchange Firms. 
The plan already has been submitted 
to member firms, and it is hoped to have 
it in operation by July 1. 

The program is unique in that it is 
to be entirely paid for by member firms. 
Many of the 1,300 stock exchange 
houses in the country do not have the 
customary minimum of 50 persons in 
their employ, but even those with but 
five to 10 employes will be eligible for 
this protection, varying from $1,500 to 
$5,000 for employes and $10,000 for 
partners. 

In the past this type of risk usually 
has been handled by most companies on 
a wholesale life insurance basis, but with 
a minimum of 10 employes. 

Premium rates of program are based 
on average age subject to adjustment 
quarterly during the first year and an- 
nually afterwards. The initial premium 





rate will be $1.10 per $1,000 insurance 
and 10 cents additional to cover the 
double indemnity provision. No medical 
examination is required and there is no 
age limit. 

While several firms eligible for this 
plan already have group life contracts 
in force, a letter sent out to members 
by the Association of Stock Exchange 
Firms points out that they may find 
it advantageous to substitute the asso- 
ciation plan. 


Lee Heads Southern Maine 
Life Underwriters 


James L. Lee, Equitable Society, was 
elected president of the Southern Maine 
Life Underwriters Association -at its 
annual meeting in Portland. Other of- 
ficers are Fred T. Jordan, Union Mu- 
tual, Portland; Hoyt H. Mahan, Pru- 
dential, Lewiston, and Arthur J. 
Pariseau, Metropolitan, Biddeford, vice- 
presidents; R. E. Moulton of John C. 
Paige Co., Portland, secretary-treasurer, 
and C. H. Burpee, Mutual Life; C. L. 
Woodworth, John Hancock Mutual, and 
Julia K. Hight, State Mutual, all of 
Portland, members of the executive 
committee. 

W. Rankin Furey, vice-president of 
Berkshire Life, was the featured speaker. 








Our new Income Accumulation Plan proposal sheet, field-tested in 
various sections of the country (with accompanying prepared sales- 
talk) is now providing our agents and brokers with an up-to-date 
means of presenting long-term endowment contracts. 
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An 18-year-old sailor, home on his 
first leave from the Great Lakes Naval 
Training Station, lost no time in tak- 
ing his best girl out for a ride in the 
family car. Coming down the road at 
high speed he crashed into a cattle 
truck, fatally injuring his companion 
and instantly killing himself. He was 
buried with military honors, the largest 
funeral his home town had ever known. 


Six years before, that young sailor 
(then a boy of 12) had received his 
first life insurance policy, a gift from 
his father—$1,000 in the Bankers Life 
Company of Des Moines. 


Six months before, that young sailor 
had taken out his first life insurance 
policy himself—$3,000 in the Bankers 
Life Company of Des Moines. 


Paging through his policyholder 
cards, the agent who had written the 
first application decided that the young 
man must be about ready to enter mili- 
tary service and called upon him. By 
then, the young man was a wage 
earner, convinced of the value and ne- 
cessity of insurance. He decided to take 
out $5,000. 


His father considered this too much 
for so young a person and recommended 
the amount be cut to $3,000. This was 
done and the policy written with War 
Clause. One annual premium had been 
paid before the fatal accident. 


Upon those two policies, with com- 
bined face value of $4,000, the Bankers 
Life Company of Des Moines has 
promptly paid the father (beneficiary 
thereunder). 


“The Bankers Life salesman who 
wrote both these policies should find it 
a source of great satisfaction to know 
that through his efforts this death will 
not be the burden to these grief-stricken 
parents that it might have been had he 
failed to make that call last summer.” 


So comments the Agency Manager 
of the Bankers Life Agency whose 
salesman, keeping track of his policy- 
holders and presumable miliary service, 
contacted the young man and thereby 
gave to his family several times the 
oo they otherwise would have 

ad. 


Never was there a time when the 
responsibilities and obligations of the 
life insurance salesman were so great 
as today. 


See Oe 
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tual savings banks, they being Delaware, 
Indiana, Maine, Maryland, Minnesota, 
New Hampshire, New Jersey, Ohio, 
Oregon, Pennsylvania, Rhode Island, 
Vermont, Washington and Wisconsin. 

Mr. Josephson analyzed the most com- 
monly cited arguments against S.B.L.I. 
and the rebuttals that have been ad- 
duced. In some of these arguments, he 
said there has been inconsistency. 

In New York, he said, the S.B.L.I. 
people on the whole have used good 
judgment and good taste. Although cer- 
tain advertisements have been “mildly 
objectionable” from the life insurance 
standpoint, New York has not had to 
contend with fanatical outpourings such 
as he quoted from the Massachusetts 
savings bank system. However, he ex- 
pressed the fear that the New York 
bankers may lay restraint aside because 
of some of the arguments that were 
made by life insurance people in oppos- 
ing the recent legislative effort to raise 
the S.B.L.I. ceiling. 


Analyzes Common Arguments 


Whether the life insurance people like 
it or not, he said, down the years they 
have conceded savings bank life insur- 
ance is extremely attractive coverage. 
It must be borne in mind what the pre- 
vious positions have been and what ad- 
missions have been made. After con- 
ceding the merits of S.B.L.I. and at 
least by indirection the weakness and 
limitations of industrial insurance, it is 
somewhat disturbing to find that the Na- 
tional Association of Insurance Agents 
copyrighted and distributed a booklet 
treating the industrial insurance case, 
under the title “Facts and Fancy in In- 
dustrial Life Insurance!” Mr. Joseph- 
son said that it is inconsistent that local 
associations for several decades have 
conceded in their arguments and briefs 
that there are excessive costs in indus- 
trial life insurance and on the other hand 
the N.A.L.U. is distributing a booklet 
extolling the virtues of industrial insur- 
ance. 

Careless talk and inconsistent argu- 
ments may some day be harmful to the 
business insofar as public relations are 
concerned, he said. 

The bulk of group business in force 
today has been sold and is being serviced 
by home office employed salaried super- 
visors, Louis W. Sechtman, general 
agent Aetna Life, asserted. Most of 
these supervisors are recruited from col- 
lege graduating classes and put through 
home office schools for thorough sales 
training. On being sent into the field, 
they receive further training in servicing 
the group policies already in force. Usu- 
ally, only after two or three years are 
they permitted to sell. The group writ- 
ing companies have been extremely ag- 
gressive in their merchandising of these 
group plans, much more so than have 
the same companies in methods of dis- 
tributing their ordinary business, Mr. 
Sechtman declared. 

Mr. Sechtman predicted there would 
be a great expansion of group in the 
post war period. Since 1912 growth has 
been steady with only 1932 and 1933, 
depression years, showing decline in 
group in force. At the end of last year, 
almost $25 billion of group life was in 
effect and the premium income for group 
hospitalization and group sickness and 
accident coverages amounted to approxi- 
mately $210 million. 


Hope to Avoid Compulsory Plan 


Further extension of group coverages 
need not be disturbing to agents, he 
said. Most agencies are doing a splendid 
job of sales training along programming 
lines and it is much easier to program 
when there is a base or foundation on 
which to build. Group may well be the 
base in many individual cases. 

While there is a possibility of federal 
or state compulsory health insurance, it 
is hoped that this can be avoided because 
a much more satisfactory and liberal 
plan can be provided under individually 





underwritten policies. He pointed out 


that there has been a tremendous in- 
crease in group annuity plans since so- 
cial security became effective and there 
is no doubt that this line will continue to 
increase. 

Many employers are paying the entire 
cost, but this is not an ideal situation, 
he said. A non-contributory plan gen- 
erally does not provide as liberal bene- 
fits as a contributory plan and a plan 
with liberal benefits and a liberal em- 
ployer contribution is much more ap- 
pealing to employes and likely to be 
more permanent. 

Approximately 85% of the group in 
force has been written by five companies, 
two stock and three mutual. Business 
has been extremely competitive and has 
resulted in these companies being very 
jealous of their extremely low expense 
factors, service on a high plane, etc. The 
mutual companies have been liberal di- 
vidend payers and the non-participating 
companies have accomplished low net 
costs through the use of experience rat- 
ing plans. 

Russell E. Larkin, Connecticut Gen- 
eral, declared during the 23 years 1921- 
1943, the industrial companies have con- 
sistently written a larger share of the 
new ordinary business, increasing their 
proportion from 22% in 1921 to 38% in 
1943; during the five years ending in 
1943, the share of ordinary produced by 
the industrial companies has stabilized 
at 38%; subsequent to 1929, the indus- 
trial companies have made a better re- 
covery in their ordinary production than 
the ordinary companies. 

The ordinary business of the indus- 
trial companies reached an all time high 
in 1931, $3,736,000,000. The ordinary 
companies did not have so spectacular 
an increase, reaching their peak in 1929. 
The industrial companies produced 85% 
of the ordinary business produced in 
their best year in 1943 and the ordinary 
companies produced 55% of the total 
ordinary produced in their best year in 
1943. 


Have Done Superlative Job 


The weekly premium salesman has 
done a superlative job in providing pro- 
tection for millions, many of whom the 
ordinary man does not reach. Similarly, 
the ordinary agent reaches many people 
the weekly premium man does not or- 
dinarily contact. It is a question 
whether the improved methods of train- 
ing the weekly premium agent and the 
growth of the monthly ordinary plan 
will serve to give the weekly premium 
companies a larger share of the border- 
line business. The significance of the 
trend depends on the market the ordi- 
nary man and the ordinary company is 


trying to reach, Mr. Larkin declared. ° 


If he is primarily trying to reach the 
business executive and the better grade 
white collar worker who are sold usu- 
ally at their place of business, there is 
no cause for alarm. However, if the 
agent is trying to sell the market made 
up of the industrial worker, the fore- 
men, and medium bracket salary groups, 
the industrial agent has a tremendous 
advantage over the ordinary agent be- 
cause of his repeated visits to the home 
on collection calls. 

Contrary to what might be expected 
in the period of great industrial activity 
since the war began, the new industrial 
business of the weekly premium compa- 
nies has declined constantly in the pe- 
riod 1940-1944. The industrial compa- 
nies weathered the depression better 
than the ordinary companies in so far 
as their ordinary sales are concerned 
and have recovered much of their de- 
pression losses. 

Greater specialization, both in the 
field and in agency management, will 
be needed to solve the increasingly 
complex life insurance distribution and 
servicing picture, E. L. G. Zalinski, 
agency director of New York Life, Lin- 
coln branch, stated. Future emphasis 
must be quality before quantity. Social 
security, group, and pension trusts are 
three current developments which make 


life insurance considerably more jp. 
volved than it was 25 years ago. Few 
agency managers are uniformly skillfy 
in prospecting for new men, selection, 
selling the job, training, initial financing 
and continued supervision. The future 
agency manager, especially in metropolj. 
tan areas, may need a staff of experts 
in various phases of agency work. This 
plan should result in a higher calibre 
and better trained agent. 

While the number of men under con. 
tract has decreased 38.6% the past 19 
years, the volume of new sales per 
agent has gone up to 190.7% of the 19% 
level. Each agent is making almost 
twice as much as he earned 10 years 
ago. Only two out of three men in the 
business six years ago are still in busi- 
ness, part time contracts have decreased 
one-fifth, and brokerage contracts haye 
increased by the same amount. In 
1939 the induction rate for ordinary 
companies was 33% as compared witha 
36% termination rate, a net loss of 3%, 
Although the induction rate dropped to 
21% in 1944, the termination rate 
dropped to 20%, a net gain of contracts 
in force of 1%. The job, he said, is to 
see that this is not a temporary situa- 
tion imposed by wartime conditions. 

He advised keeping terminations at 
their present low level by holding quali- 
fied agents. With only 61% of 1934 
man-power and a low wartime rate of 
induction, new blood is needed. The 
backbone of the agency force of one 
large eastern company was recruited 
from among the former war veterans. 
There is another great recruiting oppor- 
tunity today. 

Life insurance is an ideal occupation 
for veterans who are pointing for a self- 
employed future. Men with prewar 
sales experience will be at a premium 
and competition for salesmen with other 
industries will be keen. Returning sol- 
diers will be impatient with inefficient 
and ineffective sales equipment and st- 
pervision. 

Mr. Zalinski suggested the desirabil- 
ity of a ceiling on the annual number 
of new agency contracts. 

An agency head can recruit at the 
most only three or four new men an- 
nually. He can do a much sounder job 
of selection if there are a number of 
prospective agents to choose from. Re- 





If you are located in Illinois... 

lowa ... Missouri . . . Minne- 

sota... North Dakota... South 

Dakota ... Nebraska ... or 
Kansas 


CHECK WITH US TODAY 
FOR GENERAL AGENCY 
OPENINGS 


Our agents are writing four times the 
business they were writing five years ago 
and our insurance in force has doubled in 
that period. Liberal contracts... including 
income disability . .. PLUS prompt and 
sympathetic home office cooperation guar- 
antee a profitable and happy business 
connection. Write: 


FARMERS UNION LIFE 
Insurance Company 
Des Moines, lowa 




















The Boston Mutual Life Insurance Co. 
Fifty-fourth Year of Service to 
the People of New England. 
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cruiting Objectives should be carefully 
defined in terms of the type of agency, 
the occupational, racial, or community 
groups the manager wishes to serve, etc. 


Compensation Problems 


If desirable men are to be attracted to 
the business in the future much will 
have to be done for men now in the 
business to increase their prestige and 
income, Mr. Dunsmore declared. After 
the war, if the government lowers per- 
sonal taxes, and encourages thrift, free 
enterprise and self responsibility, per- 
haps the business will not have to go 
overboard on salary guarantee’ or 
changes in compensation. 

Most companies have salaries worked 
out so that a top man gets around $150 
amonth salary, plus some commissions, 
Mr. Dunsmore said. This has been ef- 
fective, particularly in smaller cities. A 
few companies have seriously considered 
this high figure. A small salary with 
some commission has not been very at- 
tractive in New York City, possibly due 
to inflation incomes in ordinary jobs, for 
instance, in country clubs where $200 a 
month and board is paid a dishwasher. 


Industrial Company Edge 


The industrial companies seem to have 
an edge on the ordinary companies in 
hiring very moderate producers because 
of their $40 to $80 weekly subsidy for 
collection services, he said. 

_U. S, Steel and other large corpora- 
tions pick out about 100 of the best col- 
lege men available each year and pay 
them $2,000 to $3,000 annually. The 
company knows it is going to have only 
a handful left at the end of a few years 
but it takes the financial loss to assure 
high caliber men to build up the execu- 
tive staff. If the experience of a me- 
dium size insurance company should be 
much better than this, the agency budget 
would increase several hundred thou- 
sand dollars, but elimination of the hir- 
ing of housewives, part time agents and 
men obviously unprofitable producers 
might offset a part of this loss, he said. 

Another way of possibly continuing 
the experiment of high salaries to new 
men and taking a loss would be to revert 
some of the cost back to general agents 
and agency managers, he suggested. 


Employe Benefit Plans 


Harry Krueger, general agent North- 

western Mutual, reviewed tendencies in 
employe benefit plans. Selling employ- 
ers on establishment of such plans 
makes an important contribution in con- 
nection with the demand for security, 
he said. This demand will be served 
either by private enterprise or through 
government function. It could well be 
contended that if life insurance refuses 
to accept the responsibility of under- 
writing such plans, such refusal could 
constitute an open invitation to gov- 
etnment to do so. 
_Mr. Krueger discussed developments 
mM group annuities, individual policy 
plans and group permanent plans. Com- 
panies are adopting a cautious attitude 
with regard to group annuity business 
because of administration problems and 
the investment situation. One large 
Company formerly very active has dis- 
Continued the issuance of such new 
Plans. Another limits its new business 
to those corporations which have previ- 
ously installed a group plan with that 
company. 


Few Badly Written Cases 


Adaptation of the individual contract 
‘o the employe benefit field was the 
inevitable result of better business con- 
ditions and the amendment to the social 
security act providing substantial death 
benefits, so that plans providing more 
than retirement benefits could be 
adopted. Although many plans were 
stalled by agents who lacked a suffi- 
lent grasp of the subject, the necessity 
of conforming strictly to governmental 
regulation in order to secure tax advan- 
tages probably prevented more bad un- 
€rwriting than otherwise might have 
existed. There are fewer badly written 
Pension cases than might be supposed. 

€ important problems which this 
business projects to the company and 


XUM 


its general agents and managers are ade- 
quate supervision of the agent, to in- 
sure intelligent, alert, conscientious un- 
derwriting and the application of the 
right medium of coverage according to 
the individual problem. 

The first group permanent plan was 
written in 1942 in an effort to retain 
the advantage of the individual contract 
and to eliminate some of the disadvan- 
tages. It has achieved considerable 
popularity and many believe the cover- 
age is the answer for the pension trust 
prospect because of the ease of under- 
writing and certain advantages of indi- 
vidual policies. Group permanent in 
force is estimated at $250,000,000 to 
$300,000,000. Not enough plans are in 
effect to tell whether the idea will be 
successful, 

There does not seem to be a real 
danger that the sale of employe benefit 
plans in any form need seriously affect 
the sale of personal insurance. He 
pointed out that the average sale when 
the social security approach was used is 
larger and the closing ratio per inter- 
view better. Those who have installed 
pension trusts and have followed through 
with individual solicitations have found 
the plans an incentive toward the pur- 
chase of more life insurance. Particu- 
larly because of the trend toward the 
non-contributory plan, it should be re- 
membered the amount of life insurance 


and retirement contracts in force in 
relation to their need is ridiculously 
small. 


Tells Mutual Life Program 


The program adopted by Mutual Life 
in 1941 was to seek a satisfactory vol- 
ume of quality business at a reasonable 
cost from career underwriters, Mr. Hull 
declared. This consisted of a training 
program carrying through a_ training 
plan for the new men over a three-year 
period; revised agents, management and 
supervisory compensation, and induct- 
ing into the business only new men most 
likely to succeed. It is important for 
management to decide on a policy and 
develop a pattern on which to operate. 

Advisory committees of agents and 
managers were set up. Mutual Life set 
out to build up a full time agency force 
which would give it the bulk of its busi- 
ness. In 1941, when this program began, 
40% of its business came from agents 
of other companies. 

It was decided the agent should not 
receive a “bigger piece of pie” because 
the cost of life insurance should not be 
increased: The purpose in revising com- 
pensation was to make a redistribution 
of income, paying more money to career 
underwriters for quality business and 
quality underwriting and stabilizing the 
agent’s income. 


Compensation of Managers 


As to managers, the plan was to place 
more emphasis on business management 
and the source from which the manager 
obtains his business. A formula was de- 
veloped which would compensate super- 
visors in direct relation to their ability 
to build manpower. 

Life insurance is the last great bulwark 
of the free enterprise system. It always 
will be subject to attack by the govern- 
ment. The attacks will come, but resort 
to constitutional authority is not an ade- 
quate defense; the only resource is a 
good job of management. The volume 
concept must be eliminated from the 
business. Mutual Life is now beginning 
to realize the results from its program, 
he said. The average production per 
contract has risen from $33,000 to 
$128,000. 

Commissions are only part of the 
overall picture, Mr. Schmidt asserted. 
Even an ideal agents’ compensation plan 
will not make agents successful unless 
there is good agency management. Good 
managers will still produce successful 
agents under the old compensation plan. 
After analyzing agency contracts of a 
number of companies, Mr. Schmidt said 
the changes are evidence of a desire to 
build career agents. Much progress has 
been made. Much progress has not yet 
been made, however, in eliminating the 
unfit agent. This is a responsibility of 


the home office as well as the manager. 
Able management must be tied in with 
additional compensation for agents. 

Mr. Connell outlined the activities of 
the joint committee representing the in- 
dustry headed by Alexander Patterson, 
executive vice-president of Mutual Life, 
which worked out the National Service 
Life insurance cooperative program with 
veterans administration. Some form of 
compulsory military service for 18-year- 
olds will be put into effect after the war 
and the best way for field men to make 
their voices heard in this connection re- 
garding NSLI is to support the coopera- 
tive effort fully and urge veterans to re- 
tain as much of their insurance as their 
situation permits, he said. 

Messrs. Connell, Kruger, Larkin, and 
Sechtman were members of a panel on 
“Cross Roads and Trends.” In summar- 
izing the comments of the panel, Mr. 
Bragg, the chairman, said there is a 


trend to mass underwriting. There has 
been a steady increase in the types of 
employe benefit plans, a broadening area 
of coverage, and a tendency to increase 
the contribution of employers. He asked 
if the spread of such plans was not due 
in some measure to a desire to give em- 
ployes a larger share of the earnings of 
industry, as well as answering a growing 
demand for economic security. 

New policies and methods should be 
adopted to gear the business to public 
demand, Mr. Bragg declared. The ques- 
tion arises who is to do the work in con- 
nection with such plans, the company, 
agency, or agent? 


Lauds Full Time Plan 


Now is an excellent time for those 
agencies which have depended largely 
on brokerage business to reconvert and 
build full time agency organizations, Mr. 
McMillen stated. Many companies have 
come to the conclusion that brokerage 











When a Connecticut General specialist works with your organ- 
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the importance of complete answers to your clients’ problems. Connecticut 
General men have through their Company such a broad and complete 
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business from any source is not as de- 
sirable as business from their own 
agents. Time and effort spent the past 
few years in developing brokerage busi- 
ness could have been spent more profit- 
ably on building a full time agency or- 
ganization, he said. 


Financing New Agents 


Most companies are financing new 
agents in one way or another. It is 
proper for a company to assist in finan- 
ing new men regardless of its method 
of operation, he declared. The home 
office should not impose a type of me- 
chanical supervision which would seri- 
ously cramp the style of the manager 
while doing this. An agent is valuable 
in inverse ratio to the amount of super- 
vision he requires. Home office partici- 
pation in the financing of new agents is 
a good sign because new agency organ- 
ization is built with policyholders 
money. 

Trends in Compensation 


Practically every general agent is 
fairly well satisfied with his present 


basis of compensation. He ought to be 
thinking, however, about trends in his 
own compensation. How can a com- 
pany adopt a new compensation basis 
for agents and not for its managers, un- 
less it is a company operating exclusively 
on a general agency basis, he asked. The 
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trend is to incentive pay where the com- 
pany pays not only on the basis of vol- 
ume, but also on the basis of source of 
business. 

A trend toward collection agencies 
seem to be apparent. A central collec- 
tion agency can not render as good a 
service as a regular production agency, 
he said. 

It would help the whole recruiting 
system if companies would adopt a pen- 
sion system for their general agents. 

A splendid talk on the war manpower 
commission’s TWI system was given by 


Mr. Reiley. He urged its adoption by 
life insurance. Training methods will 


not step forward until the supervisor in- 
dicates an interest in the subject and the 
home office takes the initiative in or- 
ganizing the correct procedure. Train- 
ing begins with the general agent and 


supervisor, not with the agent, he said. 
Mr. Bethea suggested that the asso- 


ciation form a greup to study the TWI 
program, as was done in Cleveland. 


Payments for Quarter Up 

Life insurance payments to policy- 
holders and beneficiaries for the first 
quarter totaled $696,961,000, compared 
to $659,614,000 a year ago, according to 
the Institute of Life Insurance. All 
classifications except surrender value 
payments showed increases. 


THE NEW INSURANCE 


MONEY 


MAKER 


issued by the 


ILLINOIS BANKERS LIFE ASSURANCE 
COMPANY 


THE INCOME BUILDER 


Wee have a NEW PLAN to enable you to make more 


money in these times. 


ONE-TENTH THE SALES, through large first commis- 
sions and large renewal commissions will return you 
TEN TIMES the earnings of the same volume of life 
insurance alone under our plan. 


IN ONE YEAR, you build as large a renewal income as 
you would in ten years writing the life insurance alone 


under our plan. 


This Insurance Pays All Ways: 


If you live too long. 

If you do not live long enough. 

If you are disabled. 

If you have an emergency need for cash. 


ALL AT EXCEEDINGLY LOW COST. 


HUGH D. HART 


Vice President and Director of Agencies 


Illinois Bankers Life 
Assurance Company 


MONMOUTH, ILLINOIS 





Probate Official 
Gives Valuable 
Data on Estates 


Much valuable estate information was 
presented by George Rooney, first as- 
sistant to the probate judge of Cook 
county, who was guest speaker at the 
Leaders Club luncheon of the H. G. 
Swanson agency in Chicago of New 
England Mutual Life. V. M. Burke, su- 
pervisor, introduced Judge Rooney. The 
Swanson agency had written $1,117,000 
new business. The agents had submit- 
ted to Judge Rooney in writing a num- 
ber vf questions which hé@ answered. 

He was asked what was the amount 
of the average estate going through the 
court. He said that the average runs in 
cycles. For instance, in the ’20s the av- 
erage was about $10,000. In the 1930’s 
it ran from $1,500 to $3,000. At the 
present time an estate will run between 
$5,000 and $6,000. 

He was asked about the percentage of 
shrinkage in the settling of estates. He 
said that theoretically there is no shrink- 
age. The question, he said, referred 
undoubtedly to the capital assets. If the 
administrator is competent and watchful 
and takes plenty of precaution, an es- 
tate should be conserved without great 
difficulty. The administrator is given 
nine months and one day to settle an es- 
tate. He must give a bond, and most 
estates can be closed within that time. 
In some cases there are tax difficulties, 
especially relating to federal taxes. 
There may be suits involved and other 
complications but usually an estate can 
go through the mill without difficulty. 
He said that the main requisites of an 
administrator are honesty and efficiency. 
The law requires that he must dispose 
of speculative securities at once. He may 
petition the court to hold any specula- 
tive stock that he thinks may increase in 
value. He said that the state inherit- 
ance tax applies to all estates. Federal 
tax applies to estates of $60,000 or more. 

The administrator, he said, does not 
have to defend all the claims that are 
made. The administrator must find out 
whether a claim is just. In speaking of 
the probable cost of administering an 
estate, he said that prior to 1939 the av- 
erage cost ran 6% but that extra costs 
could be allowed for extraordinary serv- 
ice. Under the new law there have been 
additional costs allowed so that the av- 
erage runs from 6 to 7%. Answering a 
question as to what percentage of es- 
tates life insurance comprises he said 
it is a very small percentage. Usually 
life insurance is made payable to a 
named beneficiary. If, however, it is 
payable to the estate it goes to the pro- 
bate court. 
estates, there is no will. 
the estates with wills, he said, has in- 
creased in the last 10 years. As to the 
percentage of the average estate that is 
turned over to heirs, he said it should 
run from 93 to 94%. 


The average of 





Koop Is Moving into 
Larger Minneapolis Office 


MINNEAPOLIS—W. T. Koop July 
1 will move his offices from the Foshay 
Tower to 805-807 La Salle avenue. He 
will occupy the entire second floor of the 
building which covers a half block. The 
building is located in the heart of the 
downtown business district. 

Mr. Koop is state manager for West- 
ern Casualty & Surety and Western Fire 
of Fort Scott and also state manager 
for Kansas City Life. The new space is 
three times the size of his present 
quarters, 


In addition to Minnesota, the Koop 
organization is manager for eastern 
North Dakota, northern Iowa and 


southwestern Wisconsin. He has been 
in the insurance business 25 years, start- 
ing with a small office at St. Paul which 
he consolidated with his Minneapolis 
office some years ago. He plans a vig- 


In about one-third of the- 


Anderson Reviews 
A. & H. Impaired 
Risk Proposals 


LOS ANGELES—A. D. Anderson, 
superintendent of the accident and sick. 
ness department of Occidental Life of 
California, and chairman of the commit. 
tee named by the Health & Accident Un. 
derwriters Conference to formulate a 
plan for writing impaired risks, made q 
preliminary report on the progress being 
made along this line at a meeting of the 
Accident & Health Managers Club of 
Los Angeles. 

He said that at the last meeting of the 
conference the question was squarely 
put up to it why every person could not 
get accident and health insurance. He 
indicated that the insurance commission- 
ers are looking for the business to fu. 
nish such insurance and that if the busi- 
ness can not do it, the government prob: 
ably would. He said questionnaires had 
been sent to 150 companies asking if 
they would cooperate and that 112 had 
signified their willingness to do so. The 
discriminatory laws of the various states 
entered into the committee’s discussions, 
However, if companies could comply 
with these laws in writing other lines, 
why not in writing impaired risks? 

Walter Schmidt of Occidental, who 
has been assisting Mr. Anderson, read 
the letter from the committee transmit. 
ting to the conference the plan and man- 
ual for impaired risks prepared as a basis 
for consideration. This letter said the 
pool idea had been abandoned due to 
the U. S. Supreme Court decision in the 
S.E.U.A. case, the difficulty: of operat 
ing, and the lack of uniformity. The 
committee recommended that this class 
of business should not be actively solic. 
ited; that there should be a reduced com- 
mission rate; that the maximum pay- 
ment per month should be $150; that ac- 
cident benefits be from the first day for 
one year and sickness benefits from the 
eighth day for six months. d 

Mr. Anderson said the plan if adopted 
would mean no declinations, and_ that 
every man working would be writable 
He made it clear that the whole pro- 
posal still is tentative, and subject to 
further study and thought. 





orous expansion program for the post 
war period. 

Mr. Koop has built an agency that 
writes over $500,000 in fire and casualty 
premiums and his life agency has mort 
than $12 million in force. 


Equitable Buys $25 Million 


Gimbel Bros. Debentures 


NEW YORK—Equitable Society has 
bought $25 million of 16-year 3% sink 
ing fund debentures of Gimbel Bros. 
Inc., department store operators. This 
is believed to be the largest single re 
financing operation on record for a re 
tail merchandising concern. 

The money will be used to re 
practically all of the mortgage debt of 
the Gimbel company’s subsidiaries, which 
totalled about $15,300,000 as of Feb. 1 
and to repay the entire $3,300,000 o! 
outstanding short-term serial bank debt 
of Gimbel Bros. The balance will be 
used for financing contemplated post: 
war expenditures and for additional 
working capital. 


Adopt Whittsitt Memorial Minute 


The directors of Life Insurance Asso 
ciation of America have adopted a me 
morial minute to Vincent P. Whitsitt 
late manager of L.I.A., stating “endowel 
with a keen mind, sound judgment, ané 
marked administrative ability, he de 
voted his talents unsparingly to the cot 
duct of the association’s affairs. He was 
its chief officer during a period when the 
nation was tried by economic depressio# 
and by war, and through his wisdom if 
dealing with problems which those yeat 
brought to life insurance, the business 4 
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C.1.0. Wins Prudential 
Battle Over Other Unions 
WASHINGTON—Four consolidated 


cases involving Prudential and independ- 
ent International Union of Life Insur- 
ance Agents and/or Industrial & Ordi- 
nary Insurance Agents Council, A.F.L., 
have been dismissed by the national 
labor relations board and one withdrawn 
by A.F.L 

A.F.L. petitioned for recognition of 
two separate units of industrial agents 
of Prudential in Indiana and Iowa. The 
independent petitioned for two separate 


units of such agents in Indiana and 
Iowa. 
The C.I.O. United Office & Profes- 


sional Workers of America contended 
the proposed units would be inappro- 
priate, said NLRB, “inasmuch as_ the 
employes therein have been effectively 
bargained for as part of a comprehen- 
sive unit embracing agents in 31 out of 
37 states and the District of Columbia,” 
in which Prudential operates. 

The company took the position that a 
nationwide bargaining unit is most ap- 
propriate and ‘opposed units less than 
state-wide, or composed of one state 
and part of another. NLRB describes 
Prudential’s “highly integrated and cen- 
tralized” operations, and says its agents’ 
working conditions are “essentially the 
same in all offices.” For several years, 
it is stated, Prudential agents have been 
in process of organization by the labor 
unions above named, the extent of which 
the board indicates. 

A two-year contract with the C.I.O. 
expiring January 31, last, continued by 
agreement, the board states, until execu- 
tion of a new contract, covered Pruden- 
tial industrial agents throughout the 
country, except Wisconsin, Minnesota, 
Ohio, Delaware, Maryland, Virginia and 
District of Columbia. 

While holding in the past that state- 
wide units of insurance employes were 
appropriate bargaining units, the board 
has pointed out, and unions have agreed, 
“that the ultimately appropriate unit 
is nation-wide.” 

The board says the position of A.F.L. 
and independent is “untenable” in now 
seeking “to carve out of the unit under- 
lying the bargaining relations between 
the C.I.O. and the company four sepa- 
rate state-wide units.” 





We are looking for a 
LIFE EDITOR 


For our Pictorial Division, 
publishers of the Estate-O- 
Graph, Conservation Pictorial, 
Visual Sales Manual and other 
printed life insurance sales 
aids. 

The editor must combine a 
sound knowledge of life insur- 
ance with the ability to express 
life insurance selling ideas in 
printed form. Actual experi- 
ence is desirable, but not 
essential. 

The work offers an unusual 
opportunity to the right man 
in a big field which is grow- 
ing bigger. If you believe you 
have the qualifications and 
are interested, write giving 
full information about your- 
self to 


President 


The Rough Notes Co., Inc. 
Box 564, Indianapolis 6, Ind. 
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eee Rienee 3 Year 
NSL Extension Measure 


WASHINGTON — By — unanimous 
consent and with little discussion, the 
House this week passed H R 2949. The 
Rogers bill, providing for automatic ex- 
tension of 5-year level term National 
Service Life Insurance for an additional 
3 years. 

Originally, the bill proposed exten- 
sion of such coverage for 5 years. How- 
ever, the House committee on war vet- 
erans’ legislation recommended a _ sub- 
stitute proposal submitted by veterans 
administration. 

It provides that the 5-year term period 
under NSL policies issued up to Dec. 
31, next, “and not exchanged or con- 
verted before that date to a plan other 
than 5-year level premium term insur- 
ance is hereby extended for an addi- 
tional period of 3 years.” 

Fhe bill further provides the premiums 
actually chargeable for such additional 
period shall be the same as during the 
original five-year period notwithstand- 
ing that the premiums due under the 
NSL act of 1940 are those for a three- 
year level premium term insurance at 
the attained age of the insured at the 
commencement date of such three-year 
period: provided, that the administra- 
tor of veterans’ affairs is authorized to 
make such adjustments as he may deter- 
mine to be proper ‘in reserves and any 
dividends. 

In recommending the bill, the com- 
mittee stated that during the additional 
period, “premium rates shall be the rates 
for’3-year level premium term insurance 
at the attained age of the insured, but 
the premiums actually chargeable shall 
be: the same as during the original 5- 
year period.” 

It appears probable, continued the 
committee, that hostilities will not have 
been terminated prior to Oct. 8, 1945, 
date of expiration of the 5-year period. 
Five-year level premium term policies 
will commence to terminate in October, 
unless converted prior to that date, and 
the number which will terminate there- 
after will greatly increase. Many of 
those who are carrying 5-year term poli- 
cies are outside the continental limits of 
the United States and are unable to 
apply for conversion of and would be 
unable to authorize increased allotments 
to meet increased premium rates even if 
legislation were enacted to authorize 
renewal or extension of 5-year term poli- 
cies. Moreover, a proposal to authorize 
or require disbursing officers of the mili- 
tary and naval forces to increase au- 
tomatically allotments of deductions 
from pay to meet the increased premium 
rate for a second 5-year period would 
be impractical. Under the circumstances 
an automatic extension for an additional 
period of 3 years at the same premium 
rates as have been established for the 
5-year level premium term palicies ap- 
pears to be the only practical solution 
of the problem. The extension will re- 
quire some adjustments of calculations 
as to dividends and reserves which the 
proposed bill would authorize the ad- 
ministrator to make. 





Nickell Is Nominated for 
Chicago President 





H. Kennedy Nickell, past chairman 
of the Million Dollar Round Table and 
a leading agent of Connecticut General 
in Chicago, has been nominated for elec- 
tion as president of the Chicago Asso- 
ciation of Life Underwriters at the an- 
nual meeting June 20. The election will 
be by mail ballot, with results an- 
nounced at the meeting and installation 
of the new officers. J. D. Moynahan, 
manager of Metropolitan, is the retir- 
ing president. 

The remainder of the slate is: First 
vice-president, George Huth, Provident 
Mutual; second vice-president, Clarence 


E. Smith, Nortwestern Mutual; treas- 
urer, Robert R. Reno, Jr., Equitable 
Society. 

Directors: Two-year terms ending 


June, 1947—R. W. Frank, State Mutual; 
H. A. Franke, National Life & Acci- 
dent; E. J. Herrick, Continental Assur- 
ance; Roland D. Hinkle, Equitable So- 
ciety; H. P. McLaughlin, Massachu- 
setts Mutual; D. A. Nash, Fidelity Mu- 
tual; A. J. Perlmutter, Prudential; 
Earle S. Rappaport, Pacific Mutual; 
James Tibbetts, New England. 

Louis Behr, general agent Equitable 
Society, is nominations chairman. 





Luncheon for Fraizer at Lincoln 


LINCOLN, NEB.—S. C. Waugh, 
vice-president First Trust Co. of Lincoln, 
was host at luncheon in honor of C. C. 
Fraizer, who retires as Nebraska direc- 
tor of insurance June 15. Other guests 
of honor were Governor Griswold, Stan- 
ley Matzke of Seward, the new director 
of insurance, and a large group of insur- 
ance company officials, bankers, business 
men and other Nebraska state officers. 

The decision of Mr. Fraizer to re- 
sign as insurance director of Nebraska 
elicited editorials of praise of Mr. 
Fraizer in the “Nebraska State Journal” 
of Lincoln and the Lincoln “Evening 
Star.” 

The “State Journal” said that Mr. 
Fraizer always kept in mind his duty 
fully to protect the interest of policy- 
holders and said that he can retire with 
the satisfaction of having done well a 
difficult task. The “Evening Star” char- 
acterized Mr. Fraizer as a “capable, 
energetic public official” and as having 

“directed the vital affairs of the state 
insurance department with unusual abil- 
ity.” 


Oppose Ohio Group Bill 


COLUMBUS—Spokesmen for the 
Ohio Association of Life Underwriters 
appeared before the insurance committee 
of the Ohio senate Tuesday in opposi- 
tion to the Burke bill which provides 
for the issuance of group life cover for 
employes of employer members of in- 
dustrial or trade associations. The bill 
provides that when the premium is to 
be paid by the employer members and 
their employes jointly and the benefits 
are offered to all eligible employes, not 
less than 75% of the eligible employes 
of at least 50% of the eligible employers 
in the association may be insured. If 
more than 600 employes make appli- 
cation for the insurance, the minimum 
to be insured may constitute 75% of 
the eligible employes of 25% of the 
employer members. Opponents of the 
measure said that a similar plan is 
being tried in some other states and 
they urged that no action be taken at 
this time in order that the subject may 
be given more careful study. The hear- 
ing will be resumed later. 





Washington Trust Council Elects 


WASHINGTON, D. C.—The Wash- 
ington Life Insurance & Trust Council 
has elected these officers: President, Earl 
G. Jonscher, Washington Loan & Trust 
Co.; vice-president, John L. McElfresh, 
Connecticut Mutual Life; treasurer, Les- 
ter A. Lawrence, National Savings & 
Trust Co.; secretary, T. Loehl O’Brien, 
Massachusetts Mutual Life; executive 
committee, Cochran Fischer, Aetna Life; 
Leopold V. Freudberg, Massachusetts 
Mutual Life; Roger te Baldwin, North- 
western Mutual Life; Eugene M. Thore, 
Acacia Mutual; J. Wesley Clampitt, Jr., 
and Bernard L. Amiss. 





Miller to Arizona Department 


Lowell Miller, manager of the Port- 
land, Ore., service office of Hartford 
Fire and Hartford Accident since 1935, 
is resigning to become a deputy in the 
Arizona insurance department under Di- 
rector Roy B. Rummage, effective July 
1. He will supervise the administration 
of the new rate regulatory laws recently 
adopted in Arizona, effective Oct. 1. 





Made Great Northwest Directors 


W. P. Weaver, treasurer of Great 
Northwest Life, who is a son of Presi- 
dent S. P. Weaver, and Charles E. 
Ward, vice-president and director of 
agencies, have been elected directors of 
that company. . 








WHAT ARE THE ANSWERS ? 


Test your yes 
wits on the 4 





benefits of a : : 
Cal-Western y | ' 
agent's con- ; tt 
tract. oD 











1. What is the maximum length 
of time for Cal-Western re- 
newal commissions? 

O 9 years 
O 19 years 
Life 


2. What is the maximum amount 
of free life insurance for Cal- 
Western's qualifying agents? 

oO $1000 
O- $2500 
O $5000 


3. What is the maximum bonus 
possible to Cal-Western repre- 
sentatives in addition to com- 
missions? 


oO $100 
O $250 
$451 


4. Do Cal-Western agents con- 
tinue to receive lifetime renew- 
als in addition to monthly in- 
come from pension plan — 
which may begin as early as 
age 55? 

O Yes 


O No 


5. Is the premium on group hos- 
pitalization, surgical benefits 
and medical care plan paid for 


by Cal-Western? 
0 Yes 
O No 


DID YOU KNOW — 


1. Life. 2. $5000. 3. $451. 4. Yes. 
5. Yes, to members of El Capitan 
Leading Producers Club. 


e 
"The ‘Agency Minded’ Com- 


pany" operating in Eleven 
Western States and Hawaii. 


CALIFORNIA-WESTERN 
STATES LIFE 
INSURANCE COMPANY 


Home Office:Sacramento 
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EDITORIAL COMMENT 





Problem of Professional Man 


A professional man has no opportu- 
nity to build up what might be called a 
personal business that can be sold and 
realized on after death. Another 
man may have a store, another a farm, 
another a factory. They are constantly 
building up a more valuable property all 
the time if they are intelligent in admin- 
istration. They have a business to be- 
queath to their dependents. Sometimes 
it may be a liability but at least the op- 
portunity is there to develop property 
value. The owner can take out business 
insurance to give added protection in 
case of death. 

However, the professional man has 
only his ability, his knowledge, his ex- 
perience, along his line. He may be- 
come eminent and have a large income 
but he can never expect to build up a 
business that has a property value to 
any great extent. 

We have a striking example in Chi- 
cago in the death of Dr. Sanford Gifford, 
one of the most eminent eye specialists 
in the country, whose father before him 
at Omaha had a greater reputation than 
the son. The son rapidly rose in his 
professional capacity and become head 
of the eye department of the medical 


his 


school of Northwestern University. 
Later he established his own 
and at the time of his death his organi- 
zation occupied an entire floor of a me- 
dium-sized office building. He was re- 
garded as one of the two most eminent 
eye men in the city. 

He died at the very height of his use- 
fulness and in his prime. The other 
day his widow sent out a card announc- 
ing that his practice, records and equip- 
ment had been sold to a doctor she 
named for $7,500. That seemed a small 
amount in comparison with Dr. Gifford’s 
comparatively long and very successful 
professional experience. 

This experience is certainly one of the 
greatest arguments that life insurance 
has to present to professional men. Life 
insurance steps in and gives an op- 
portunity to create something to take the 
place of property value. They are thus 
able to bequeath at death a life insur- 
ance estate that is secure and worth 
while. It may be even larger than they 
could acquire if they were in a business 
where the opportunity presented itself to 
create a property estate. At any rate 
life insurance serves professional men in 
a most helpful way. 


practice 


Publicity on Life Payments 


Despite urgent war news hundreds of 
daily newspapers carried reports taken 
from the annual Life Insurance Dis- 
tributions Section sent to  subscrib- 
ers of Tue NATIONAL UNDERWRITER last 
week. This publicity service rendered 
by Tue NATIONAL UNDERWRITER long be- 
fore the industry became public relations 
conscious has been instrumental in cre- 
ating a favorable public attitude toward 
life insurance. 

Tue NATIONAL UNDERWRITER’s public- 
ity release gets an unusually good recep- 
tion from daily editors because it is on a 
from “one editor to another” basis. We 
go to a great deal of work of getting up 
special releases for each state because 
we have found that daily papers are pri- 
marily interested in local news angles. 
In Michigan, for example, our news re- 
lease pointed out that Grand Rapids 


ranked 48th in payments and 53rd in 
population. This kind of treatment gives 
the Grand Rapids newspapers a local 
angle to develop. Every possible favor- 
able comparative figure such as that for 
Grand Rapids was pointed out for other 
cities. Publicity is a good deal like sell- 
ing, you have to give the editor some- 
thing he likes, not what you like. 

Tue NATIONAL UNDERWRITER is in a 
good position to prepare such publicity 
because our editors realize the necessity 
for being factful and to the point, espe- 
cially when paper is scarce. Because we 
eliminate ambiguities and generalities, it 
is surprising how few changes are made 
from our copy when the reports appear 
in the daily papers. We are glad to 
be able to render the business the serv- 
ice of publicizing the splendid results 


Life Insurance Contests 


In days gone by when George W. 
Perkins was vice-president of the New 
York Life and head of the production 
department he introduced a number of 
personal production contests. There 
would be a contest for somebody who 
was going on a trip abroad pleasure 


registered by life insurance in 1944. 
bent. There would be a contest on 
someone’s return from abroad.  Birth- 


day anniversaries were always good for 


a contest. At that time the New York 
Life seemed to be bristling with con- 


tests. 


Mr. Perkins was asked about the situ- 


ation and why he conducted these con- 
tests on a personal basis. There was 
nothing said at all about any monetary 
rewards. In fact, there was mone 
offered. Mr. Perkins stated that life in- 
surance men would honor a person when 
they would not work for extra compen- 
sation. He said that they all thought 
that the then president John A. McCall 
looked over all the applications and 
knew what the salesmen were doing. 
Agents took it for granted that their 
work was known at the head office. They 
took delight, therefore, in responding to 
the call. The person honored in the con- 
test, they felt, sure would look at every 


application submitted in honoring him, 

Mr. Perkins said that this was a curj- 
ous phenomenon in life insurance solicit- 
ing. The New York Life, he said, had 
tried time and again to offer substantial 
material rewards but the agents would 
not respond as was expected. However, 
they did put on extra steam when there 
was a personal contest. 

We may feel sometimes that having 
special months or birthday anniversary 
contests is not worth while. Yet it js 
true that agents are always glad to go 
out and work for somebody if he is 
being honored and they feel that there js 
recognition for their service. 








PERSONAL SIDE OF THE BUSINESS 





E. A. Roberts, president of Fidelity 
Mutual Life and also president of Com- 
munity Chests & Councils, Inc., ad- 
dressed the annual meeting of the St. 
Paul Community Chest, of which he is a 
past president. 

Samuel B. Love, for many years 
manager at Richmond, Va., of Mutual 
Life, now living in retirement at Char- 
lottesville, Va., is being congratulated 
on becoming a great-grandfather. 

Richard H. Harrison of Sacramento, 
leading producer of John Hancock Mu- 
tual Life’s northern California agency, 
qualified for the Million Dollar Round 
Table this year in 10 months, with a 
wide margin in his own company and 
about $200,000 additional which was 
brokered with other companies. 

Guy M. Cox, chairman of John Han- 
cock Mutual Life, has resigned as a 
member of the board of commissioners 
of Boston sinking funds after serving 
16 years under four administrations, 
more recently as chairman. 

Maj. Rufus E. Fort, formerly an offi- 
cial of National Life & Accident, who 
has just received a certificate of com- 
mendation from the Fourth Service 
Command at Atlanta, is slated for ap- 
pointment as adjutant general of Ten- 
nesee by Governor McCord as soon as 
he is released from active service. 

For the first time in 20 years Jess G. 
Read, Oklahoma commissioner, will not 
attend the Kentucky Derby. For more 
than two decades the Read brothers 


GI Loan Bill in Ilinois 


A bill has been introduced in the Illi- 
nois legislature amending the invest- 
ment section of the insurance code to 
permit domestic companies to invest in 
G. I. bill of rights loans. It is modeled 
after the New York law and it includes 
a specific provision for giving men of 18 
years and over the right to become 
mortgagors. 

Another bill has been introduced in II- 
linois to permit the use of aviation re- 
striction clauses in industrial life poli- 
cies the same as in ordinary contracts. 


In reporting in the May 11 edition that 
Jacques Barr of the Vermillion agency 
of Mutual Life, Chicago, had become a 
life member of the Million Dollar Round 
Table he was incorrectly identified as 
John Barr. 





have been holding a family reunion in 
their home town in Kentucky on this 
occasion. Stress of business and _ lack 
of travel facilities are combining to keep 
him at home. 


Severin Schulte of Santa Ana, Cal, 
who until his retirement from Bankers 
Life of Des Moines was assistant super. 
Coast, successfully underwent a major 
operation at Barnes Hospital, St. Louis, 
and is recovering satisfactorily. 


T. Max Davis, acting general agent of 
State Mutual Life at Houston, has been 
elected president of the Houston 
Heights Rotary Club. 


Elbert S. Brigham, president National 
Life of Vermont, was cited in Congress 
the other day as the proprietor of the 
greatest number of “tons-of-gold” cows 
of any breeder in the world. Mr. Brig- 
ham was formerly a member of Congress 
and his record in the cattle field was 
announced to his former colleagues in 
Congress by Representative Charles 
Plumley of Vermont. For five years Mr. 
Brigham has had the highest producing 
Jersey herd of 100 or more cows. He 
has been recognized by the American 
Jersey Cattle Club as the holder of a 
world record. In 1944 his herd of 141 
cows produced 10,171 pounds of 5.1% 
milk, 520 pounds of fat. Mr. Plumley in 
announcing this record stated that Ver- 
mont leads the world and takes second 
place to nobody either as to quality or 
as to quantity of cow production per 
capita. 

T. N. Whitehurst, Beaumont, Tex, 
district manager of Pan-American Life, 
has been appointed a member of the 
Texas prison board by Governor Steven- 
son. 

Marion E. Burks, assistant director of 
insurance of Illinois, has been admitted 
to the bar in that state. The oath was 
administered to Mr. Burks and_ other 
‘members of a new class of 50 candidates 
by the chief justice of the state supreme 
court at a ceremony at Springfield which 
was chalice by a luncheon. 


DEATHS — 





Robert C. Baxter, 41, for the past four 
years manager at Tampa of Jefferson 
Standard Life, died at his home follow- 
ing a heart attack. He had been in de- 
clining health for several months. 

Carroll D. Ferguson, 46, assistant 
manager Metropolitan Life in Memphis, 
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died at a hospital there after a month’s 
illness. He was a veteran of the former 


war. 

The death of Lt. Henry B. Gardner of 
Providence, who was a son-in-law of 
President Alfred MacArthur of Central 
Life of Chicago, has been confirmed by 
the Navy Department. He had previ- 
ously been reported missing in action in 
the Pacific. He was a graduate of Har- 
yard law school and had been practic- 
ing at Providence when he returned to 
Harvard law school on a fellowship in 
1941 and 42. Then he went with OPA 
at Boston and enlisted in the navy in 
1943. There are four children, the 
youngest of whom Lt. Gardner had 
never seen. 

Alfred MacArthur’s son, Sgt. Alex- 
ander MacArthur, who had been a pris- 
oner in Germany, was recently released 
fom the Moosburg prison camp. 

Lt. R. Fairles Jordan of the 6th ma- 
rine division was killed in action on Oki- 
nawa May 10. He was the son of F. R. 
Jordan, vice-president and actuary of 
Franklin Life. 

Harry S. Ortlip, 71, president of 
Philadelphia United Life, died at his 
home in suburban Philadelphia. He was 
born at Baltimore and started as an 
agent for Sun Life of Baltimore in 1904. 
He went to Philadelphia for Sun Life in 
1911, later going with Philadelphia 
United. 

William L. Lamb, 75, former Iowa 
farm loan manager for Aetna Life, died. 

Jeremiah J. Collins, 41, formerly with 
Metropolitan Life in Boston, died there. 
For the past three years he had been 
associated with the shipbuilding division 
of Bethlehem Steel Company. He was 
a brother of Patrick A. Collins, manager 
Fordham district Metropolitan, New 
York, president New York State Associ- 
ation of Life Underwriters and public 
relations vice-president New York City 
Life Underwriters Association; Corne- 
lus B. Collins, manager Metropolitan, 
Lowell, Mass.; Dr. John F. Collins, for- 
merly a Boston medical examiner of 
Metropolitan, now in the navy; Miss 


Occidental Life Minneapolis 
Manager Dies in Chicago 


Keith J. Petersen, Minneapolis man- 
ager of Occidental Life of California, 
died in a Chicago 
hospital Tuesday. 
He had been in the 
city visiting a 
daughter and was 
stricken with a 
heart attack Satur- 
day. 

Mr. Petersen was 
about 50 years of 
age. After serving 
in the last war he 
was engaged in 
sales work in va- 
rious fields until 
1923, when he 
started in the in- 
surance business with Metropolitan Life. 
He later was with Great-West Life at' 
Minneapolis and was a substantial pro- 
ducer for that company. He went with 
Northern Life of Seattle as St. Paul 
manager in 1941 and the following year 
became manager for Occidental Life, 
being appointed by J. L. Gilstrap, who 
was leaving that position to enter the 
navy. Mr. Gilstrap is now Chicago man- 
ager and Mr. Petersen had intended to 
visit him during his Chicago trip. 

Mr. Petersen was author of an ar- 
ticle on the value of disability protec- 
tion that appeared in the 1945 Survey 
Edition of the “Accident & Health Re- 
view” that was just recently published. 





K. J. Petersen 








Marianne J. Collins, field personnel divi- 
sion Metropolitan; Daniel J., Timothy 
W., and James L. Collins. 

Fred H. Eyler, a past president of 
the Insurance Accounting & Statistical 
Association and formerly assistant comp- 
troller of General American Life, St. 
Louis, died at his home in St. Louis of 
a cerebral hemorrhage. At the time of 
his death he was director of public 
relations of the McDonald Aircraft Corp. 








AMONG COMPANY MEN 





C.C. Robinson to 
Special Duty Post 
with Guardian 


Maj. Charles C. Robinson, formerly 
editor of the “Insurance Salesman” and, 
since September, 
1942, on active 
duty with the army 
air forces, has been 
appointed executive 
assistant in charge 
of special projects 
for Guardian Life. 
Maj. Robinson has 
been released from 
the AAF. 

His first assign- 
ment will be the 
development and 
supervision of the 
program for com- C3 
munity-level coop- 
eration with governmental and civic or- 
Sanizations set up to help veterans re- 
establish themselves as a part of the 
civilian economy. 

Guardian’s veteran program is con- 
cerned with reemployment of its own 
veterans, employment of new agents 
and overall veteran reestablishment. 

Getting the former Guardian men 
ack on a satisfactory earning basis and 
with the least possible delay requires. 
Guardian observes, an understanding of 
the returning veteran’s viewpoint and 
Problems, and an adaptation of training 
and supervisory machinery to their spe- 
cific needs. 

In employing new agents Guardian is 
Not requiring previous life insurance ex- 
Perience. The aim will be to select men 
On the basis of their adaptability to in- 





C. Robinson 


XUM 





surance field work. The men employed 
under this plan will be trained, well paid 
and closely and sympathetically super- 
vised during at least their first full year. 
Machinery is being set up in the 52 field 
offices to select, train and supervise vet- 
erans who qualify, but final responsibil- 
ity for the success of this undertaking 
is assumed by the home office. 

As to over- -all veteran reestablishment, 
the program “will include whatever cur- 
rent experience and localized situations 
indicate will be helpful.” 

A clearing house of veteran informa- 
tion will be maintained at the home of- 
fice. This information will be passed 
along to Guardian managers. The home 
office will collect, coordinate and distrib- 
ute reports on the activities of the prin- 
cipal government and civilian veteran 
organizations. 

Guardian will cooperate with local 
committees such as those being estab- 
lished by the American Legion to aid 
veterans who are looking for openings 
in selling, distribution and service fields. 

Maj. Robinson was a combat pilot in 
the former war, serving with the Royal 
Flying Corps, first in Canada and Eng- 
land, then on both the French and Ital- 
ian fronts. Later he sold reconditioned 
training planes for the Curstiss Com- 
pany in Michigan and Ohio. 

After eight years in the field in Grand 
Rapids and at Pittsburgh for the old 
National Life, U. S. A., as agent and 
assistant general agent, Mr. Robinson 
went to Indianapolis to edit the “Insur- 
ance Salesman.” During the ’30 he 
wrote several specialized books for the 
Rough Notes Co. He traveled a great 
deal and has been a speaker at sales 
congress and life underwriters’ associa- 
tion meetings. 

In this war he served first as special 
projects officer at Orlando, Fla. 

Last September he was assigned to 

















“NATIONAL 
QUALITY AWARD” 


The Fidelity Mutual Life 
is in hearty accord with this 
move which gives recog- 
nition to the quality work 
done by the life underwriter. 
The citation furnishes both 
incentive and award and we 
believe it will play a signif- 
cant part in promoting still 
further the place of the 


career life underwriter. 








THE FIDELITY MUTUAL 
LIFE INSURANCE 
. COMPANY 


The Parkway at Fairmount Avenue 
Philadelphia 


E. A. Roberts, President. 
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1938. He was “aia to assistant 
treasurer and assistant auditor earlier in 


eastern district headquarters of air tech- 
nical service command to help on the 


organizational problem of preparing in- the year. 
dustry for war contract termination. Mr. Ward started as a clerk in the 
When released he was acting as chief, field accounting department in 1923. In 


readjustment pretermination planning 


: 
branch. 


Western & Southern Life 
Advances Home Office Men 


Western & Southern Life announces 


three promotions in its home office. 
Richard G. Stenger 


has been named au- 
ditor of the Waslic 
Corporation, rea 1 
estate management 
affiliate, Richard G. 
Ward has’ been 
promoted to assist- 





R. G. J. MeBreen 


Ward R. 


ant treasurer of . 
Western & South- 1929 he was promoted to assistant man- 
ern, while Robert ager of the weekly premium department, 


later being named assistant manager of 
the home office account department. In 
1936 he was advanced to manager. He 
was made manager of the field account- 
ing department in 1938. 

Mr. McBreen started with Western & 
Southern in 1926 as a bookkeeper in the 
field accounting department. In 1930 he 
was promoted to assistant manager of 


J. McBreen has 
been advanced to 
manager of the 
field accounting de- 
partment. 

Mr. Stenger 
started with Western & Southern as a 
treasury department clerk in 1926. He 
was promoted to assistant treasurer in 


ATLANTIC LIFE 


INSURANCE COMPANY 


Organized 1899 — Richmond, Va. 





R. G. Stenger 





Convoying Financial Plans 


as is inevitable. Either we bear it alone, or, 


uniting with others in the system of life insur- 






ance, share it. Life insurance is the convoy 
principle applied to financial plans which gives 
them protection and the assurance of “going 


through.” 











GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Offers Illinois Agents 
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VERY ATTRACTIVE CONTRACTS 


COMPLETE LIFE INSURANCE 
COVERAGE=— AGES 0-60 


Excellent Line of Juvenile Policies 
FULL BENEFIT AGE 5 
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For Particulars Werite Home Office--Address Since 1895 


431 South Dearborn St., Chicago, Illinois 
WM. J. ALEXANDER, PRESIDENT 








the field wsieniaie department and be- 
came manager in 1936. 


Neville to New 
Manufacturers Post 


The Manufacturers Life has appointed 
T. Harold Neville, who has been on ac- 
tive service with 
the Canadian air 
force since 1941, as 
supervisor of field 
service. He will 
take up his new 
duties upon his re- 
lease from the air 
force, which is ex- 
pected to be in the 
near future. Mr. 
Neville succeeds H. 
3ennet Berwick, 
who is joining Mu- 
tual Benefit Life at 
Grand Rapids. 

Mr. Neville joined 
Manufacturers Life in 1931 on his grad- 
uation from Queen’s University, King- 
ston, Ont. In his 10 years as a member 
of the field service department he par- 
ticipated in the preparation of material 
of all kinds for use of the field force. As 
an administrative officer in the air force 
he has demonstrated marked. ability in 
personnel work and holds the rank of 
squadron leader. 








T. H. Neville 


New President 
of Colonial Life 


Richard B. Evans, who becomes pres- 
ident of 


Colonial Life, succeeding the 
late J. Emil Wal- 
scheid, has been 
with the company 
since 1933 and be- 
came vice-president 


and _ secretary in 
1943. He was edu- 
cated an fF oft 


Wayne public 
schools and the 
University of 
Michigan, entering 
the business with 
Lincoln National 
Life. 

In 1934, he was 
appointed assistant 
to the vice-presi- 
deitt_of Colonial Life, his work being 
chiefly concerned with field operations 
and agency practices. He became as- 
sistant secretary in 1936 and second 
bi president in 1942. 

son, Richard, Jr., 
Micky 





Richard B. Evans 


is in the army air 


New Assistant Actuary 
of State Mutual Life 
Walter I. Wells, 


appointed assistant 
Mutual Life, is an 
associate of Actu- 
arial Society of 
America and Cas- 
ualty Actuarial So- 
ciety. He was con- 
nected for a num- 
ber of years with 
the consulting ac- 
tuarial- firm of 
Woodward, Fon- 
diller & Ryan of 
New York and 
more recently he 
has been with 
Massachusetts Pro- 
tective and Paul 
Revere Life. . However, his association 
with State Mutual is something of a 
homecoming as he was in its actuarial 
department 2!4 years before returning 
to college for further study. 


who has just been 
actuary of State 


a 


Walter I. Wells 





Name Great Northwest Director 
Great Northwest Life of Spokane has 

elected two new directors: William P. 

Weaver, treasurer, who is the son of 


—_" 25, 1945 
President Samuel P. Weaver, and 
Charles E. Ward, vice- -president and 


director of agencies, who for 18 years 





was on the board of Shenandoah Life, 
Weaverling Is Director of 
Field Service of B. M. A. 
Ralph E. Weaverling has been ap. 
pointed director of field service of 
Business Men's Assurance. He is a 


graduate of the University of Nebraska 
and practiced law in that state, served as 
a member of the legislature and was as- 
sociated with Midwest Life before join. 
ing Business Men’s Assurance’s claim 
department as field service representa- 
tive in 1927. During the 18 years of his 
connection with B.M.A., Mr. Weaver- 
ling’s entire attention has been devoted 
to claim and field service work. Mr, 
Weaverling takes over the title formerly 
held by Louis L. Graham, vice-president 
in charge of claims. 

Elbert F. Smith has been appointed 
chief supervisor of claims service and 
Garland B. Whitsitt, Walter E. Payne 
and James A. Criswell, regional super- 
visors. 

Mr. Weaverling has continued to 
maintain an interest in the activities of 
the University of Nebraska and at pres- 
ent is serving as president of the Kansas 
City Alumni Association of the univer- 
sity. 


R. P. Wood Named Group 
Sales Supervisor of B. M. A. 


R. P. Wood has been appointed group 
sales supervisor of Business Men's As- 
surance. He received actuarial training 
at the University of Michigan. Prior 
to joining the company he was with 
Farm Bureau Life as assistant actuary 
and later as manager of the group de- 
partment handling all types of group 
insurance including hospitalization, life, 
accident and health, accidental death 
and dismemberment. He is familiar with 








A Practical Expression 
of a Person's Love for 


His Family — A Policy in 


the Rockford Life 














ROCKFORD 
LIFE INSURANCE CO. 


Francis L. Brown, President 
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office procedure in servicing group bus- 
iness and has worked in the field with 
agents calling on prospects. 

c. A. Nelson, who has assisted H. C. 
Pogue, manager of the group depart- 
ment, in the development of the com- 
pany’s group business the past five 
years, Was promoted to the position of 
group secretary. 

Both Mr. Wood and Mr. Nelson will 
serve with Mr. Pogue, R. Haffner, 
vice-president and actuary, and Assistant 
Secretary D. B. Alport as members of 
the company’s group committee. 





Pettus Now Vice-President 

J. J. Pettus has been named vice-presi- 
dent and actuary of Western Reserve 
Life. He joined Western Reserve as 
auditor, becoming secretary in 1934 and 
Jater secretary and actuary. 





Samuel A. Weldon, newly elected 
chairman of First National Bank, New 
York, has been elected a director of 
Equitable Society. , 











Silberberger Is 
Named Seattle G. A. 
by Conn. Mutual 


Lloyd Silberberger, San Antonio 
agency manager, has been named Seattle 
general agent by 
Connecticut Mu- 
tual Life. Mr. Sil- 
berberger entered 
life insurance in 
1935 with E. F. 
White, Dallas gen- 
eral agent Connec- 
ticut Mutual. After 
four years as an 
agent, Mr. Silber- 
berger became su- 
pervisor and made 
an outstanding rec- 
ord. He subse- 
quently became as- 
sistant general 
agent. For the past three years, he has 
been agency manager at San Antonio 
while the general agent has been in the 
service. 

Mr. Silberberger is a director of the 
San Antonio Association of Life Under- 
writers and a past president of the San 
Antonio Life Managers & General 
Agents Club. He has completed eight 
consecutive years as a member of the 
Connecticut Mutual honor organization, 
the Dependables. 

In Seattle he succeeds Robert S. Buz- 
ard, who becomes an official of another 
company. 





a 


L. Silberberger 


Isphording Named 


Cincinnati Manager 


CINCINNATI — Appointments of 
Gerald Isphording as agency manager 
and William P. Shields as assistant gen- 
eral agent in charge of brokerage have 
been announced by the William T. 
Earls agency of Connecticut Mutual 
Life here. : 

Lt. William T. Earls, peace time head 
of the agency and now with the navy 
at Annapolis, announced the appoint- 
ments when he came to Cincinnati on 
a one-day leave. 

Mr. Isphording joined the Earls 
agency as agency supervisor several 
months ago following service as an 
American Red Cross field director. He 
Succeeds Ralph H. Love who has be- 
come home office general agent of Con- 
necticut Mutual. 

Mr. Shields has been associated with 
Connecticut Mutual at Cincinnati 24 
years, 

Prior to his Red Cross service, Mr. 
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Isphording had been agency supervisor 
here of New England Mutual. 

Arthur R. Massa will continue as as- 
sociate general agent and Miss Betty 
Teagarden as office manager. 





McKenzie and 
Obendorfer Named 
by State Mutual 


State Mutual Life has appointed John 
S. McKenzie and Raymond Obendorfer 
general agents in Philadelphia. 

Mr. McKenzie graduated 


from the 





J. S. MeKenzie R. Obendorfer 


Wharton School of the University of 
Pennsylvania in 1928 and entered life in- 
surance. For 17 years he has been asso- 
ciated with Provident Mutual in Phila- 
delphia, since 1936 as agency supervisor. 

Raymond Obendorfer, who also at- 
tended Wharton, has been associated 
with a Philadelphia agency since 1927. 
In 1941 he was made agency supervisor. 

McKenzie & Obendorfer will continue 
in the State Mutual office at 1616 Wal- 
nut street. 





Livengood Occidental’s 
Supervisor for Wash., Ore. 


Occidental Life of California has ap- 
pointed W. Joe Livengood, who has 
had 20 years experience in the Pacific 
Northwest, home office supervisor for 
Washington and Oregon, with head- 
quarters at Seattle. 

Mr. Livengood was graduated from 
the University of Washington with an 
A.B. in economics and in 1926 after 
completing Aetna Life’s group school 
was assigned to the Seattle agency as 
group representative. 

After four years there, he became an 
agent of John Hancock in Seattle. La- 
ter he was made brokerage supervisor 
and organized and led an agency C.L.U. 


study group. He received the C.L.U. 
designation in 1941. Recently he has 
been in war production work. 

John W. Jennings has been appointed 
assistant manager of Occidental’s Se- 
attle branch. He has been in sales 
work since graduation from the Uni- 
versity of Washington in 1930. He en- 
tered life insurance in 1938 as an agent 
in Seattle of Metropolitan Life. He 
qualified for the Washington Quarter 
Million Round Table in 1943-44. 





Reager and Metcalfe Join 
Agencies at Louisville 


Allen M. Reager, general agent of 
Continental Casualty and Continental 
Assurance in Louisville, and Harry J. 
Metcalfe, life insurance specialist of that 
city, are merging their agencies June 
1 to provide complete insurance serv- 
ice in all lines. The partnership will 
continue under the title Allen M. Reager 
& Co., but will move into larger quar- 
ters in the Starks building with addi- 
tional equipment. 

Mr. Reager, as in the past, will be in 
charge of casualty, surety, and fire busi- 
ness, with a background of four decades 
of insurance experience. Mr. Metcalfe, 
an experienced life insurance adviser on 
personal and business insurance, will 
supervise the agency’s life business. 

Mr. Reager, a native of Louisville, 
has devoted his entire business career 
of 41 years to that community. He be- 
gan in 1904 as agent for a large eastern 
company, first handling workmen’s com- 
pensation and related lines, then includ- 
ing accident and health. Today he is 


17 


reputed to have the largest accident and 
health business in his territory. 

He joined Continental as general 
agent in 1923. Mr. Reager is active in 
civic organizations, being treasurer of 
the Filson Club. 

. Mr. Metcalfe has been in life insur- 
ance selling for more than 15*years. He 
was connected for eight years with Ken- 
tucky Central Life & Accident, two 


‘years in charge of ordinary life sales. 


Then he resigned to become assistant 
to the president of Kentucky Home 
Mutual Life, and was in charge of 
agency development and production. He 
resigned in July, 1943, to establish his 
own agency in Louisville for Occidental 


Snyderman, Barmettler, Katz 
to New Agency Posts 


Promotions of three General Ameri- 
can Life field men are announced. 

Harry J. Snyderman, formerly of the 
Denver agency, has been advanced to 
general agent at Pueblo, I. Allen Katz 
becomes associate general agent at Den- 
ver and Wm. T. Barmettler district 
manager at Omaha. 

Mr. Snyderman joined General Ameri- 
can a year ago after 10 years in the fur- 
niture business. He was formerly with 
Metropolitan and Pacific Mutual. He 
has served terms as secretary and vice- 
president of B’Nai B’Rith. 

A consistent production club qualifier 
since joining the company in 1930. Mr. 
Katz was educated at University of Col- 








raska and Mississippi. 


J. DeWitt Mills 
Superintendent of Agents 


MUTUAL 






812 Olive Street 





VICTORY is in the air! Are you equipped 
to win your share of post-war prosperity? 
Inquire now about our incentive pay contracts. 
Openings in Arkansas, lowa, Missouri, Neb- 


For further information write to 


+) 
MISSOURI'S FIRST WHOLLY MUTUAL LEGAL RESERVE COMPANY, 


Allen May, President 





“A friendly 
home office" 
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MANUFACTURERS 


COMPLETE BROKERAGE FACILITIES 


All Life, Endowment and Annuity Plans. 
Favorable Par. and Non-par. rates. 


Standard and Sub-standard risks. 


- 


Facilities for handling large cases. 

Civilian Foreign Travel Coverage. 

Annuities — Single Premiums up to $100,000. 
Prompt and Efficient Service. 


INSURANCE IN FORCE, 790 MILLION DOLLARS 
(Including Deferred Annuities) 
ASSETS, 264 MILLION DOLLARS 
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HEAD OFFICE: 
TORONTO, CANADA 
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orado, and spent several years in sales ager. He formerly was in charge of re. 
work before entering life insurance. _ cruiting and training and has been with 
ne Mr. Barmettler has made a production the company since 1932. 
Sa pe record since joining General American eo 
in 1940. He ranked fourth in paid group . 
premiums in 1944 and has qualified for Woods Associate General Ro: 
membership in production clubs for four ‘ © 2 
een. Agent in Indianapolis Ma 
1 | = > Ray O. Woods has been appointed 
associate general agent by John Hap. At 
Ryan to New Orleans cock at Indianapolis. He has been asso. § tive c 
ciated with the Indiana agency since§ of th 
: 5 1915, was appointed agency supervisor in} Life 
for Guardian — and has been sales manager since} writer 
DETROIT—Seth W. Ryan, who has 19° tion 
2o] > : 2 xe 2 NVLu- . Cit d 
resigned as general agent of Penn Mu Hofgard Promoted in Nebraska a Be 
\ re ) W. S. Hofgard has been promoted tof agent 
| N S UJ RAN ( F C 0) Mi A N Y assistant manager of Mutual Life off Mutu: 
w] ! New York and will be in charge of 2} Lou 
| counties in central and western Nef ¢lecte 
braska with headquarters at Scottsbluff. gent, 
; Way! 
| Cantrell Made Houston Manager } gener: 
Balie Cantrell has been appointed as i. 
manager of the Houston agency of Cali. Othe 
fornia-Western States Life. Mr. Can o.. 1 
1 | trell has spent all but two of the many Wild 
I years in the business in Texas. Since conl 
1939 he has been superintendent of jeer 
| Texas agencies of Cal.-Western. L. J 
Dan P. McClendon has been appointed = 
home office group representative of John vd 
Hancock Mutual Life for south and Sore 
southwest Texas, including Houston and C " 
San Antonio, with headquarters in San Vir 
Antonio. M 
Mr.- | 
—= Ff ports 
949, 
POLICIES | = 
| temat 
said | 
; e : Sess SETH W. RYAN i 1 . : chang 
HOME OFFICE + CHICAGO, | Girard Life Ready to Write } (7° 
| tual Life at Detroit to become manager Juvenile July i or cit 
for Guardian Life at New Orleans, was a ae. . 4 a nun 
| feted ata farewell luncheon given by 20 Girard Life is preparing to introduce would 
| of his Detroit friends. They presented @ complete line of juvenile life con-§ distric 
= | him with several gifts and remembranc- tracts July 1. They will include endow way © 
— es. Mr. Ryan has been with Penn Mu- ment at 18, 20 year-endowment, 20-pay sentec 
tal 8 years, 10 of which, were as gen. And onion, G Te payer Claus fa 
ra ent a etroit. Mr. an was ! A : “ 
mele of the Detroit Life” Saker. inclusive of children ages 0-14, and _ Pau 
writers Association in 1937. Previously qualified agents will be permitted to Equit 
SELL TH EM WHAT he served as general agent at Memphis Write this insurance on a non-mediclf chose 
and was president of the Memphis Life basis. |. : up di 
cha vceittans Association. gull as- The initial announcement in the com and s 
Y W, sistant general chairman for the Pany’s monthly “Bulletin” states thaf It wa 
NT N.A.L.U. ‘convention at Memphis in juvenile insurance is good to sell for gress 
1927. both sexes and all ages from birth ti sociat 
18, although experience shows one-thir(f help t 
é of it is sold at ages 0 to 1 and one-half Banne 
Sell the public Barlow Supervisor of from ages 0 to 4. It is stated mon§ chairr 
pu ° than 20 times as much juvenile insur— would 
what it wants— Great-West at Detroit ance is being sold today than was soli educa 
complete personal protection. You can Arthur P. ar ge 7 aata manager ao Poi se — Ping, = 
batld a good volume with the Federal et eee ei ee ni to _ we wee = juveall 8B dorsin 
‘ a . : : : F oh made up of 30 million white chilareig gener: 
Life and Casualty's accident—health—life protection for both men pervisor of the Detroit agency. Mr. Bar-. under age 16 whose parents are becom) of the 
and women and juvenile life for children. Territory open in 30 states. ing more life insurance minded evenf Am 
day, and 3,000,000 babies are born eat} were 
year. Life, | 
FEDERAL LIFE AND CASUALTY co The new juvenile policies will UB cation 
8 ready July 1. Further details about th Life. 
contracts will be announced soon. Mr. 
DETROIT - - - MICHIGAN See 
Connecticut Mutual Raises | ‘ @ 
SS 
Amounts It Will Accept year | 
autom 
Connecticut Mutual Life has an sf, 
: . : : qualif: 
DOCTOR S ORDERS nounced an increase in the maxime Bae: 
amount for which it will insure mal} ryles. 
: ° ° civilians. tion a: 
Any good Industrial or Ordinary Agent who has been advised by At ages 38 to 45 inclusive, the gros i 
his doctor to locate in Colorado or New Mexico because of his limit including reinsurance is increas 
° “ . from $200,000 to $250,000. At ages # 
health or that of some other member of his family, will find a to 37 inclusive, the limit is increas 
ready-made opportunity awaiting him in the Industrial or Ordi- + niin ane from $100,000 to $200,000. Limits v 
nary Departments of this Company, especially if your Company ; ee Fic a age 30 g 
is not entered in this territor low has been in the insurance business : a a 
Y for more than 18 years, most recently = a le 
with Northwestern National Life. He Special Drive for Woollen ki 
If you are facing this situation, please write to us for particulars is a C.L.U.. He attended Detroit high acents of Capitol Life of Denver af a 
and general information schools and graduated from Albion Col- putting on a special drive to honor W T 
? lege with a B.A. degree. V. Woollen, agency vice-president, whi A 
GUARANTEE RESERVE LIFE INSURANCE COMPANY Aeency Manager Freak ff Beit 
. . . : Agency Manager Frank H. Devitt afi 
Bridges Indianapolis Assistant Pater ; 
Agency Secretary H. B. Wendell are! é 
Fort Collins, Colorado Hobart E. Bridges has been appointed charge of the campaign, which takes th Li 
- assistant manager of Mutual Life in In- form of “Pinning a Rose on Ted,” eat 
dianapolis. Grant O. Q. Johnson isman- rose being an application. 
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NEWS OF LIFE ASSOCIATIONS 





canes 


Rosenthal Heads 
Mo. Association 


At the annual meeting of the execu- 
tive committee and election of officers 
of the Missouri 
Lie Under- 
writers Associa- 
tion in Kansas 
City Adam Ros- 
enthal, general 
agent of Acacia 
Mutual Life, St. 
Louis, was 
elected presi- 
dent, succeeding 
Wayne Clover, 
general agent of 
Penn Mutual at 
Kansas City. 
Other officers 
are William 
Wildeboor, Met- 
ropolitan Life, : 
Jefferson City, first vice-president, and 
L. J. Banner, Illinois Bankers Life, Se- 
dalia, second vice-president. The secre- 
tary-treasurer will be appointed by the 
president later. All local associations 
were represented at the meeting except 
Cape Girardeau. 

Directors met throughout the day with 
Mr. Clover presiding. Committee re- 
ports were read. Membership now is 
949, Mr. Rosenthal, chairman of the 
membership committee, reported. A sys- 
tematic drive has been conducted. He 
said that local associations would be 
changed and would be known as dis- 
tricts. This would eliminate each town 
or city having its own association, but 
a number of towns in close proximity 
would band together and be known as 
district No. 1, 2 and so forth. In this 
way the entire state would be repre- 
sented in the association. 


Sales Congress Caravan 


Paul Mourning and W. R. McBride, 
Equitable of Jowa, Columbia, were 
chosen to assist Mr. Rosenthal in setting 
up districts, which would be tentative 
and subject to change when necessary. 
It was also announced that a sales con- 
gress caravan will visit each district as- 
sociation during the year to promote and 
help the membership in that district. Mr. 
Banner stated that Gerald J. Smith, co- 
chairman of the educational committee, 
would help in promoting life insurance 
education. in the Missouri elementary 
schools. 

The association went on record as en- 
dorsing Jul Baumann, Pacific Mutual 
general agent at Houston, for secretary 
of the National association. 

Among past presidents who spoke 
were Frank Besser, General American 
Life, St. Louis, and Chas. Fritchie, edu- 
ie director of General American 

ife. 

Mr. Rosenthal announced there would 
be a Leaders Round Table set up for 
the association. Anyone placing busi- 
hess totaling $200,000 in the calendar 
year 1945, or up to March 1, 1946, will 
automatically become a member. The 
qualifying requirements will be based 
on each company’s production credit 
tules. Following the meeting a recep- 
tion and cocktail party was given by the 





Adam Rosenthal 





TEXAS 


Would you be interested in or- 
ganizing the state of Texas by 
a man who knows every ham- 
let, town, and city in it — and 
knows how to secure agents 
and get them into production? 
Terms, fee and bonus basis. 
Address, 

Consulting Salesmanager 

Box B-81 

c/o National Underwriter 

175 W. Jackson Blvd., Chicago 4 











XUM 


Commerce Trust Company for the visit- 
ing underwriters. 


Connolly Elected 


Iowa President 


DES MOINES—Edmund P. Con- 
nolly, Des Moines, general agent Penn 
Mutual, was elected president of the 
Iowa Association of Life Underwriters 
at the annual meeting here attended by 
the executive committee and local asso- 
ciation representatives. 

Ray L. Bailey, Bankers Life of Iowa, 
Mason City, was named vice-president; 
Preston Luin, Des Moines, who served 
as chairman of the Quarter Million Club 
during the past year, was named as 
secretary-treasurer; and Joe Ryan, 
Bankers Life of Iowa, was named as 
assistant secretary. 

New regional vice-presidents are: 
H. T. Taylor, Mutual Life, N. Y., At- 
lantic, A. R. Morrow, Connecticut Gen- 
eral, Burlington; Mack Fish, Central 
Life, Ia., Waterloo, and C. W. Cotting- 
ham, Equitable Life, Ia., Sioux City. 

The achievement award trophy went 
to Mason City for the second straight 
year with the Central Iowa association 
of Ames, the Southwestern association 
of Shenandoah and the Southeast asso- 
ciation of Burlington named for hon- 
orable mention. 


To Employ Secretary 





Employment of a paid executive-sec- 
retary was voted. Funds for carrying 
out the program will be raised through 
the local associations on a _ pro-rated 
basis. 

It was decided that the vice-president 
should serve as state-national commit- 
teeman automatically. Previously the 
committeeman had been selected sepa- 
rately. 

The association also went on record 
as in favor of formation of a General 
Agents & Managers Club on a state- 
wide basis. At the present time there 
are manager clubs at Des Moines, Dav- 


enport and Sioux City. The state man- 
agers club is expected to be organized 
by July 1. 

Charles J. Stratton, Dubuque, retir- 
ing president, reported 689 membership. 
Membership is expected to reach 750 
by July 1. Six associations have ex- 
ceeded their 1944 membership totals. 


Los Angeles Sales 
Congress Held 


LOS ANGELES—The successful life 
agent must have conviction, sincerity, 
enthusiasm and a desire for success, W. 
P. Worthington, vice-president Home 
Life of New York, declared before the 
sales congress of the Life Underwriters 
Association of Los Angeles attended by 
more than 500. People are more inter- 
ested in motives than in what you tell 
them, Mr. Worthington observed. The 
doctor is motivated in his work by his 
client’s interest first, and his own inter- 
est second. “What we must do is to 
change our mental attitude on prospect- 
ing. Men have problems and these prob- 
lems life insurance will solve. The only 
real way to solve the problems is to sell 
life insurance. By selling life insurance 
in solution of these problems you will 
reach your own objective of success.” 


Need More Thorough Methods 


Mrs. Bruce Ashton, Connecticut Gen- 
eral Life, San Francisco, spoke on 
“Which Way Is Yours?” “Are general 
agents and managers careful and zealous 
in their selection of agents?” she asked. 
“Do they see that the agent is reasona- 
bly prepared before he is sent out into 
the world? Do managers and general 
agents help agents to have a plan? Do 
the agents have a plan and is it definite, 
or do they work hit and miss; do they 
have a quota and do they achieve it; or, 
do they hold that production just comes 
eventually; are they ethical?” 

The last five years have seen fewer 
agents and more buying power, “but we 
are going to be faced with an entirely 
different situation in the near future. 
Those of us who are not willing to pay 
the price in order to stay in the insur- 
ance business soon are going to find 





ourselves out of it,’ Mrs. Ashton 
warned. 

The Southern California Caravan pre- 
sented the program it gives before other 
associations. Gerald W. Page, Scott & 
Co., was moderator; Daniel M. Brig- 
ham, Northwestern Mutual Life, dis- 
cussed “Business Insurance and Business 
Underwriting”; John Krehbiel, Aetna 
Life, “Package Selling Approach”; 
Charles P. Houseman, New England 
Mutual Life, “Advanced Underwriting 
and Estate Analysis,” and Lee R. 
Marsh, Prudential, “Simplified Program- 
ming Procedure.” 

Philip Maechling, Metropolitan Life, 
in “Selling and Servicing Life Insurance 
on a Debit,” said agents should find the 
need of the family and place the in- 


surance where it belongs. 


Greater Competition Ahead 


A. T. Danielson, vice-president and 
general superintendent Barker Bros., 
told of “The Importance of Salesmen in 
the Postwar World,” holding that sales- 
men are responsible for the high stand- 
ard of U. S. living. Selling and democ- 
racy are synonymous. “The more we 
sell, the greater our national income and 
the greater our prosperity.” 

Life insurance will face strong compe- 
tition for the consumer’s dollar after the 
war, Mr. Danielson asserted. “Although 
you are selling as important a commod- 
ity as any, your business must come out 
of the same dollar market as commodi- 
ties the consumers really want and will 
buy easily.” . 

Life agents will have to work harder 
if they expect to get their share of this 
new dollar. They will have to be more 
convincing than salesmen who are selling 
commodities the consumer wants, know 
their business better, and have more sin- 
cere interest in their clients. 

Although letters of: introduction from 
policyholders is the best way to get ac- 
quainted with a new prospect, cold can- 
vass provides an answer to the problem 
“To Whom Shall I Give My Next Sales 
Talk,” Eric J. Wilson, Santa Monica, 
Cal., general agent Central Life of 
Iowa, pointed out. “I never fool around 
cultivating a man socially for a year then 
approach him on life insurance,” Mr. 
Wilson declared. “I go to him first 
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{ Splendid agency opporturtities are now available } 


e Percent REJECTIONS .........- Very Low 
e Percent SUBSTANDARD PLACEMENTS . Very High 


e Percent MORTALITY ....... \ 


X> In -1943 the percentage of direct applica- 
tions approved at “substandard” rates was 9%. Of 
these, 82% were delivered and paid for. 

X> In 1944 the percentage of direct applications approved at “substandard” rates 
was 11%. Of these, 84% were delivered and paid for. 
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about life insurance, protect his family 
as soon as I can, and then if I like him 
I proceed to cultivate him socially.’ 
“Cold canvassing is fun, it caters to 
the spirit of adventure and it is intensely 
interesting to engage in a battle of 
words with someone you just met,” Mr. 
Wilson pointed out. “If you get good 
at it, you are 100% independent and have 
no fear of moving from one territory to 
another if the occasion demands.” In 
cold canvassing it is necessary to be 
able to give a sales talk to meet the situ- 
ation. “Cold canvass isn’t really cold 
at all when you remember that the aver- 
age man wants what you have, that is, 
money to cover the three main hazards 


of life, living too long, dying too soon 


or becoming disabled.” 


Florida Association Holds 
Abbreviated Meeting 


The Florida Association of Life Un- 
derwriters will hold its next meeting 
June 10 at Miami in conjunction with 
the Miami association's annual _ bar- 
becue. This was decided at the state 
group’s annual meeting at Tampa. R. B. 
Walker, New York Life, Hollywood, 
was elected president; James H. Ran- 
dolph, Jr., Lincoln National, Jackson- 
ville; G. L. Salley, Equitable Society, 
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Personal Production $200,000 
To $500,000 in 1944 Earned-- 


$10,000 to $22,500 for Western Life men who 
have been with us only long enough to have $700,000 to 
Some of these Fieldmen were under 
contract less than three years. 
clude Pension Plan Credits or deferred first year commis- 
vested renewals or contest bonuses on 1944 business. 
Our size assures personal consideration and attention for 


If You Can Qualify -- this earning-opportunity is still 
available in some spots in California, Oregon, Washing- 
ton, Montana, Idaho, Utah and Wyoming. 


Check our Financial Statement and our 35-Year record 
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United Life and Accident 


Insurance Company 
Concord, N. H. 


Ask the man who owns a United Life and Accident 


1. Life Insurance 

2. Double Indemnity 
3. Triple Indemnity 

4. Non-cancellable 

5. Waiver of Premium 


For Details Write 


Vice President and Agency Manager 
Concord, N. H. 


omething Unusual to Sell 


contains: 
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Tallahassee; E. F. ill Reliance 
Life, Tampa, and R. L. Walker, Penin- 
sular Life, Orlando, vice-presidents, and 
Walter Schutt, Penn Mutual, Miami, 
secretary-treasurer. 

The association adopted a resolution 
endorsing the candidacy of Wayman L. 
Dean, Life & Casualty, Jacksonville, for 
reelection as trustee of the National as- 
sociation and a resolution was passed 
pledging aid to returning servicemen in 
conserving their National Service Life 
Insurance. 

The Tampa meeting devoted a_ half 
day to the business session and dis- 
cussion of various topics by association 
leaders. At noon LeRoy Johnson and 
Ed Morgenstern put on a sales skit. 
In the afternoon George R. Cassidy, 
Equitable Society, Miami, discussed 
“Helping the Prospect Think”; Carlton 
Stevens, Acacia Mutual, Miami, a 
member of the Million Dollar Round 
Table, “Why Floridians Will Buy Life 
Insurance in 1945”; Rev. Massey Helt- 
zel, pastor of the Hyde Park Presby- 
terian Church, Tampa, “The Social 
Value of the Life Insurance Agent,” 
and John Hammer, manager of Massa- 
chusetts Mutual at Tampa, who pro- 
duced more than $2 million of business 
in 1944, “Selling Methods of the Fu- 
ture.” 


Miller Elected President 
of Kansas Association 


Pendleton A. Miller, general agent of 
New England Mutual Life at Topeka, 
was elected president of the Kansas 
Association of Life Underwriters at its 
annual meeting in Wichita. Other of- 
ficers are Earl V. Reed, general agent 
Equitable of Iowa, Wichita, and James 
Piper, assistant supervisor, Metropoli- 
tan, Salina, and F. C. Kirkpatrick, Trav- 
elers, Parsons, vice-presidents. Direc- 
tors will name the secretary-treasurer. 

Several of the state association offi- 
cers, including Mr. Miller, attended and 
participated in the sales congress at 
Independence, Kan., with attendance 
from five neighboring associations and 
subsequently at Topeka. The program 
for the two sales congresses was the 
same. Ernest Bond, Farmers & Bankers 
Life, Wichita, discussed “Time Con- 
trol”; Will F. Noble, general agent of 
New England Mutual at Omaha, “How 
to Sell Retirement Income Policies 
in Today's Market’; Governor Schoep- 
pel of Kansas, Chancellor Malott, 
University of Kansas, and W. I. Mc- 
Bride, Equitable of Iowa, Columbia, 
Mo., “Circle of Success.” A report on 
state association activities was given by 
E. H. Lunsford, Farmers & Bankers 
Life, Emporia, retiring state president. 





New San Francisco Officers 

SAN FRANCISCO—R. J. Shipley, 
general agent of Northwestern Mutual 
Life, has been elected president of the 
San Francisco Life Underwriters Asso- 
ciation. Ed. T. Golden, New York Life, 
is vice-president, representing personal 
producers. Vice-president, for the worn- 
en’s section, general agents and mana- 
gers section and C.L.U. section will be 
elected by those groups. Directors elect- 
ed are R. J. Grimes, John Hancock; 
Gilbert Ball, California-Western States; 
R. E. F. Wiedemann, Equitable So- 
ciety. The new officers will be installed 
in June. 


Torsney New Jersey President 
NEWARK—The New Jersey Associ- 


ation of Life Underwriters has elected 
these officers: President, Philip J. Tors- 
ney, Metropolitan Life, Bloomfield; sec- 
retary- -treasurer, J. Stanley Dey, Manu- 
facturers Life, Newark; vice-presidents: 
Irving Joseph, Metropolitan Life, Atlan- 


Wallace True of the mortgage depart- 
ment of Equitable Society, will speak 
at a conference of the New Jersey chap- 
ter, American Institute of Real Estate 
Appraisers, in Newark June 8, on ‘“Ap- 
praisal of Industrial Property for Lend- 
ing Purposes.” 


tic City: Donald Sasce Massachusetts 
Mutual Life, Jersey City; Lester Sher. 
man, Prudential, Asbury Park; Haskell 
Linnell, Prudential, Paterson; Owen A. 
King, John Hancock Mutual Life, Tren. 


ton; John P. Scanlon, Prudential, Vine. 
land; A. K. Pfister, Metropolitan Life, 
Camden. The membership is now 656, 








Camden, N. 4 , life association 
has been formed with these officers: 
President, A. K. Pfister, Metropolitan 
Life; vice-president, H. C. Peterson, Johy 
Hancock Mutual Life; secretary, Charles 
Faust, Prudential; treasurer, Walter 
Scherneck, New York Life, Collingswood, 

Knoxville, Tenn.—Aid to service men 
and women in connection with Nationa] 
Service Life Insurance and in explaining 
the benefits of the G.I. bill of rights was 
urged by William H. Andrews, Jr, 
N.A.L.U. president. 

He said life insurance sales to juve. 
niles are now imperative because of the 


problems they face in the _ post-war 
period. 
Indianapolis—Sis Hoffman of Union 


Central at Cincinnati, life member of the 
Million Dollar Round Table, addressed a 
luncheon meeting Thursday. She has 
paid for over $10,000,000 of life insur. 
ance since entering the business in 1925, 
Her subject was “As a Man Thinketh in 





His Heart—So Is He.” Oren D. Pritch- 
ard, Indianapolis manager Union Cen- 
tral, introduced her. Later she held a 


conference with the women’s division. 

Dallas—Legal and tax aspects of es- 
tate conservation were stressed by Paul 
Jackson, Dallas attorney. He _ brought 
out the advisability of selling single 
premium life insurance because of. the 
tax advantages. J. Max Spangler, Kan- 
sas City Life, gave his presidential re- 
port, emphasizing the educational pro- 
gram in public schools and the need for 
counseling war veterans on National 
Service Life. The slate of new officers, 
head by James D. Edgecomb, John Han- 
cock, was elected. 

Los Angeles—The committee on co- 
operation with certified public account- 
ants met with the C.P.A. Society of 
Southern California. Rockwood Nelson, 


chairman, and President O’Brien Saw- 
yers of the Los Angeles association 
spoke on the benefits of cooperation. 


Daniel M. Brigham spoke on partnership 
insurance and Eldin L. Smith, on pension 
trusts. 

Portland, Ore.—Millard <A. Samuel, 
New England Mutual, was given the 
title of “Oregon’s Outstanding Life Un- 
derwriter of the Year” at the May meet- 
ing. Mr. Samuel wrote over half a mil- 
lion of new business. In addition he 
served as president of the Portland 
C.L.U. chapter, director of the Portland 
association. The award was _ presented 
by A. A. Hendricks, president-elect of 
the Oregon Life Managers Association. 
George W. Schoeffel, vice-president and 
superintendent of agencies Oregon Mu- 
tual Life, spoke. 


Detroit—Florence E. Lorf, Schauer 
agency Penn Mutual, was reelected pres- 
ident of the women’s division. Matilda 


Wells, Prudential, becomes vice-presi- 
-dent replacing Ruth Day, Bankers of 
Des Moines, and Mildred C. Gatfield, 
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UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 


E. R. DEMING 


President 


J. BAYLEY 
Secretary 
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Home Life of New York, was reelected 
secretary. Alberta M. Light, National 
Life, Vt., succeeds Elsa Edwards, John 
Hancock, as treasurer. 


Montreal—Henry Leivestad, an as- 
sistant vice-president of New York Life, 
addressed the final luncheon session of 
the season on “Selling in 1945.” 


Parsons, Kan.—W. W. Brown, general 
attorney for M.K.T.R.R. Co., gave a talk 
on post war business prospects. Albert 
L, Ferguson, general agent for American 
Home Life, and Harold F. Menke, Na- 
tional L. & A., were admitted to mem- 
pership bringing the roster to 23. Fred 
A. Newberry, the president, was in the 
chair. 

Dayton—Wilbur W. Hartshorn, super- 
intendent of agencies of Metropolitan 
Life, urged making the most of the op- 
portunities today while there is no com- 
petition from automobiles, refrigerators, 
radios and the like, which people seem 
to put before insurance in normal times. 
He counseled taking stock, building up 
a prospect file, putting in a full day’s 
work each day, and realizing that sell- 
ing life insurance to men, women and 
children is a real benefit to humanity. 


Florence, S. C.—Ralph Hewlett, Metro- 
politan Life, has been elected president; 
L, L. Harley, vice-president; T. L. Stokes, 
secretary-treasurer. 


Quincey, Ill.—Officers elected at their 
meeting in May include: Jay F. Hollings- 
worth, Prudential, president; Lawrence 
F, Wellman, Occidental, vice-president; 
Howard H. Lewis, Prudential, secretary; 
John H. Lunsford, Metropolitan, treas- 
urer. Nate Mack, Equitable Society, is 
retiring president and Fred D. Cox, Sun 
Life, national committeeman. 


Carbondale, Ill—E. C. Norton, man- 
ager of Fidelity Mutual, Alton, and Paul 
Hutchins, Metropolitan, Alton, will pre- 
sent a demonstration on conservation of 
national service life insurance and its 
use as a sales aid at a meeting May 25. 
Donald T. Schwuchow, manager Metro- 
politan, Carbondale, will preside. 


East St. Louis.—The East Side Illinois 
association at the annual meeting elected 
Phil H. Poser, Metropolitan, as _ presi- 
dent; Roy J. Bennett, John Hancock, first 
vice-president; Alfred H. Gehlert, John 
Hancock, second vice-president; Harold 
Evena, Metropolitan, secretary; Robert 
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W. Healy, Prudential, treasurer, and 
Joseph F. Surwald, Prudential, national 
committeeman. 

Bloomington-Normal (Ill.)—Kenney E. 
Williamson, general agent Massachusetts 
Mutual, Peoria, and vice-president Illi- 
nois association, gave a talk. 

Sheboygan, Wis.—Richard Imig, New 
York Life, was elected president at the 
annual meeting, succeeding Arthur 
Murphy, Metropolitan. Norbert Land- 
graff, Prudential, is vice-president; Carl 
W. Roth, Equitable, secretary-treasurer. 

Thomas Moore, vice-president and 
trust officer of the Marine National Bank 
of Milwaukee, spoke on the mutual in- 
terests and problems of attorneys, life 
men and trust departments of banks. 


Erie, Pa.—Herbert H. Linn, Prudential 
ordinary manager at Pittsburgh, spoke 
on “Today’s Opportunities for the Debit 
Man.” J. Kenneth Biddle, manager of 
Fidelity Mutual at Erie, gave a talk on 
programming small cases through the 
social security approach. C. J. Frey, 
manager of Mutual Life, talked on the 
war loan drive. 

Nebraska Panhandle—At the May 
meeting at Scottsbluff an increase in 
membership from 34 to 44 was reported. 
John Howard, Paul Revere Life, urged 
support of the American Cancer Society. 
Paul Schlichtemier, agency manager of 
Security Mutual Life of Lincoln, dis- 
cussed juvenile insurance. Galen Jones, 
contact representative of the Veterans’ 
Administration, Scottsbluff, spoke on Na- 
tional Service Life Insurance, G. I. bene- 
fits, ete. 

Scottsbluff schools have ordered 100 
each of the two booklets, “Life Insur- 
ance Dollars in Action,” and “Handbook 
of Life Insurance,” it was reported. Ger- 
ing, Morrill, Lyman, Kimball, Melbeta 
and McGrew schools will use the books 
next year. 

Pittsburgh—A talk on the evolution 
of light was given at the monthly meet- 
ing Wednesday by F. B. Mahon of the 
Duquesne Light Co. He exhibited many 
types of light bulbs and demonstrated 
the use of ultra-violet light. 

Hamilton, Ont.—Halsey D. Josephson, 
general agent Mutual Benefit Life, New 
York, spoke on “Prospecting and Moti- 
vation” at the annual sales congress. At- 
tendance was about 700. 

Oklahoma City—Kenneth L. Aldrich, 
Guardian Life, is the new president, suc- 
ceeding George N. Feild, Travelers; C. 
Edgar VanCleef, National Life of Ver- 
mont, vice-president; William J. New- 
block, General American Life, secretary, 
and M. D. Worrell, John Hancock, treas- 
urer. New directors are James P. Blake, 
Lincoln National; George Bond, North- 
western Mutual; Neal O’Sullivan, Equit- 
able Society; Minor Smith, Phoenix Mu- 
tual; J. Hawley Wilson, Massachusetts 
Mutual, and Thomas R. Wilson, Great 
Southern. 

Tying in with the war loan drive Pvt. 
Charles Jones and Pvt. Howard W. Nash, 
both of the marines, gave a first hand 
picture of the initial landing at Iwo 
Jima. Both were severely injured and 
are now recovering in the federal hos- 
pital at Norman. The group voted to 
present a war bond to each of them. 

Buffalo—New directors elected are 
Cornelius Kurtz, Mutual Benefit Life; A. 
L. Paine, Equitable Society; Matthew J. 
Ryan, Prudential, and Fred W. White, 
Connecticut Mutual. The group’s 22 liv- 
ing past presidents were honored at a 
luncheon, 

President Harrison L. Amber of Berk- 
shire Life, who was president of the 
Buffalo association in 1927, spoke on the 
significance of the broad social and po- 
litical movements that seem to lie ahead. 


SALES MEETS 


N. Y. Life Oklahoma Conference 


W. P. Stagg, Oklahoma agency man- 
ager of New York Life, has announced 
an agency educational conference June 
5. Speakers will be Dudley Dowell, 
agency vice-president; Charles J. O’Con- 
nell, field secretary; Dick Oliver assist- 
ant vice-president, and O. R. Carter, su- 
perintendent of agencies. 

















Girard Holds Sales Rallies 


Girard Life has held a number of 
sales meetings in the field this month 
starting with a session May 4 at De- 
troit, another May 8 at Chicago, and 





FOR THEY ARE 
COMING HOME. .-- 


some of them now, invalided home, men whose hearts 
remain with their buddies over there—the buddies who 
are striking again and again, fighting grimly on be- 
cause there can be no peace, no security, no return 
to the way of life we know until the thieves who steal 
men's rights and destroy nations are shackled and done. 
Soon, God grant, all of our men will be coming home, 
coming victorious, ready for their place in the busi- 
ness world of our nation and in the world affairs of all 
nations. 


As a life underwriter you have the finest of all oppor- 
tunities to insure the continuance of the ideals for 
which our men over there are fighting. 











The Friendly Company is backing the men and nation 
in every way. If you want to give your best in the post- 
war period, you will find its pays to be friendly with 
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"A Good Company To Work With" 


One Reason Why: 


It’s just the right size—Big enough 
to employ up to date and efficient 
methods—Small enough to main- 
tain friendly personal relations with 
its Field Representatives. 
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then two days later at Cleveland. Presi- 
dent Walter K. Hardt attended at Chi- 
cago and Cleveland; K. O. Miller at 
Detroit and Chicago, and George A. 
Adsit, executive vice-president, at all 
three meetings. 


Occidental San Antonio Rally 


With Francis C. Sullivan, general 
agent as host and Percy Smith, home 
office supervisor, in charge, a sales con- 
ference was held in San Antonio for 
agents of Occidental Life of California. 
William Appleby, group supervisor, 
Houston, and his assistant, Arthur 
Wegeforth, and A. B. Burton, Kerr- 
ville, Tex., special representative, at- 
tended in addition to members of the 
San Antonio agency. 


CHICAGO 


WAR BOND RECORD BOOK 


Gerald L. Wartell, district manager 
for Franklin Life at Chicago, has de- 
signed a war bond record book of 32 
pages. It contains particulars as to in- 
dividual war bonds and a chronology 
of war events. It is designed as a gift 
to life insurance prospects and it has 
been placed on sale at department and 
stationery stores at $1. 














LIFE TRUST COUNCIL OUTING 


The Life Insurance & Trust Council 
of Chicago held its annual outing Tues- 
day at Bob-o’-Link Golf Club north of 
Chicago. This also was the annual 
meeting. Officers elected are: President, 
Howell Kitchell, Continental Illinois 
National Bank, succeeding Paul W. 
Cook, general agent, Mutual Benefit; 
vice-president, Earl M. Schwemm, man- 
ager Great-West Life; secretary, W. N. 
Hiller, Penn Mutual (Stumes & Loeb 
agency); treasurer, J. L. Chapman, City 
National Bank; directors, Nelson D. 
Phelps, of Jamison & Phelps, North- 


western Mutual general agents, and 
Donald Laing, Northern Trust Co. 
Bob-o’-Link, a sporty exclusive course, 
afforded ideal facilities for the outing, 
which was an all-day affair with lunch 
for early players and an informal dinner. 





McLAIN AT BROADDUS DINNER 

James A McLain, president of Guar- 
dian Life, was in Chicago Wednesday 
evening for a dinner of the Lynn Broad- 
dus agency which is having a conspicu- 
ously successful year. At the time of 
the dinner the agency’s production for 
1945 was equal to the entire production 
of 1944. Mr. Broaddus recruited five 
new agents last year and the agency 
placed second in the Weidenborner cam- 
paign in its zone. This was the ninth 
anniversary of the agency. 





OCCIDENTAL OPEN HOUSE 


More than 200 attended the open 
house Wednesday afternoon of Occi- 
dental Life of California in Chicago to 
greet J. L. Gilstrap, recently appointed 
as manager, and Robert L. Seiler, the 
new brokerage manager. The head office 
was represented by Executive Vice-presi- 
dent Dwight L. Clarke, Vice-president in 
Charge of Production V. H. Jenkins, 
Vice-president Lee J. Dougherty and 
Vice-president George L. Shipley, who 
is stationed at Chicago. 





HONOR WOODY AT MEETING 


Warren V. Woody, agency manager 
of Equitable Society in Chicago, was 
honored on his 20th anniversary with 
the company at an all-day agency meet- 
ing in the Edgewater Beach hotel there, 
at which several company officials were 
present. V. S. Welch, vice-president, 
and J. A. Patton, group manager, at- 
tended from the home office; W. L. 
Gottschall, director of agencies, Chi- 
cago; Lee Wandling, agency manager, 
Omaha; E. L. Carson, agency manager, 
Milwaukee; Taft Woody, agency man- 
ager, Harrisburg, Pa. The agents pre- 





won in Europe. 


protection. 


R. B. Garrett, President 
James L. Wilmeth, Secretary 


FRATERNAL WEEK CELEBRATION 


The Junior Order United American Mechanics greets the members of the 
Fraternal System throughout the United States and joins heartily in the 
celebrations of this week, May 20th to 26th. These celebrations afford 
Fraternal Societies the opportunity to acquaint the people of the United 
States with their benevolent principles and tenets. This eventful week is 
made happier by reason of the glorious victory our Army and Navy has 


The Beneficiary Degree of our Society looks forward to a great upsurge 
in membership of all societies composing the Fraternal System. We have 
much to offer to the people of America in the way of fraternal service and 


The Beneficiary Degree is pledged and dedicated to an active service to 
all its members along fraternal lines. 


BENEFICIARY DEGREE 


JUNIOR ORDER UNITED AMERICAN MECHANICS 


3025-3029 North Broad Street 


PHILADELPHIA, PA. 
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THE PRAETORIANS 


Adult and Juvenile Policies on the Easy Monthly Pay- 
ment Plan, giving one the opportunity to budget his 
Life Insurance protection along with his other monthly 
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sented to Manager Woody $3 million 
of new business written in the last four 
weeks. Harry T. Wright, associate 
manager, presided. Mr. Woody was 
thanked by Capt. Richard K. Gaines, 
naval chief of staff in the air technical 
training command at Chicago, for in- 
valuable aid in recruiting naval flyers. 
Mr. Woody was a naval pilot in the 
other world war. The agents presented 
him a gift. He has been manager about 
13 years, having spent some time pre- 
viously at Baltimore and Kansas City 
with Equitable. 





CHICAGO MANAGERS OUTING 


June 5 has been set for the Life 
Agency Managers of Chicago outing at 
Elmhurst (Ill.) Country Club. J. M. 
Royer, Penn Mutual, is golf chairman. 
Assistants and supervisors are invited 
to attend. Golf will start at 1 p. m. 
Fee for the entire day is $7.50, and 
without golf $4, and reservations are 
being called for due to the food situ- 
ation. There will be an informal din- 


MANAGERS 


Van Winkle Tells Dangers 
in Cal. Unemployment Bill 


LOS ANGELES—Kellogg Van Win- 
kle, Equitable Society, chairman of the 
legislative committee of the California 
Association of Life Underwriters, told 
the Life Insurance Managers Association 
of Los Angeles that SB 1082, amending 
the unemployment act, is simply an 
open bid to “come and get it.” He 
pointed out that the bill if enacted would 
cost approximately $40,000,000 per year 
and would put the state $15,000,000 in 
the “red.” He said the bill as now 
drawn could not be honestly adminis- 
tered, because of a provision that funds 
could be paid without vouchers, and 
that the bill really is a raid on the state 
unemployment reserve fund. 

The association voted to resume its 
annual outing and set it tentatively for 
June 28. 

John B. Walsh, assistant Pacific Coast 
manager of the Owens-Corning Fiber- 
glass Corp., spoke on “Fiberglass, Its 
Present and Future Uses.” 














Hear Public Relations Man 


The Columbus Association of Life 
Managers & General Agents joined with 
the Columbus Advertising Club in listen- 
ing to an address by Carl Byoir, New 
York public relations counsel, who urged 
Americans to sell democracy to offset 
communism and fascism. 





Former Senator Speaks 


DETROIT—P. M. Brown, board 
chairman Detroit Edison company and 
former U. S. senator from Michigan, 
spoke at a dinner meeting of the Detroit- 
Windsor Life Agency Cashiers Associa- 
tion on “The Business Outlook.” 


INU. S. WAR SERVICE 


Maj. Ralph Pearson, special agent of 
Mutual Life at Middletown, O., and for- 
mer owner of the Pearson agency there, 
is in charge of the American task force 
that recently took intact the richest sin- 
gle Nazi cache of looted art treasures, 
valued at more than $500 million. The 
cache was found in an Alpine salt mine, 
near Alt Aussie, Austria, packed in cases 
addressed to “Reichmarshal Goering.” 
Major Pearson was mayor of Middle- 
town when he entered the service over 
two years ago. 

RCAF Flight Lieutenant W. H. Hol- 
man, III, the son of W. H. Holman, 
Jr., general agent of Connecticut Mu- 
tual at New York, who had been re- 
ported missing for some time, is now 
safe in the United Kingdom. 


H. Kenneth Craw, assistant manager 
of Prudential at Cheyenne for the last 














eight years, has been inducted into the 
service has reported to the naval train. 
ing station at San Diego. He was -at- 
tached to the Charles D. Jolly ordinary 
agency at Denver, which manages Colo. 
rado, Wyoming and New Mexico. The 
Cheyenne office is being continued with 
Miss Doris C. Scott, clerk, in charge, 


Talk turned to Bankers Life of Des 
Moines at a base in the Pacific lately 
upon the occasion of a by chance meet. 
ing of two navy officers: Lt. Dwight 
Brooke and Ensign Scott Mills, Lt. 
Brooke is Bankers Life associate counsel] 
and Ensign Mills is son of Secretary Bert 
Mills. The two officers live on the same 
street, in the same block, in Des Moines, 


RECORDS 


Bankers Life of Iowa—Life insurance 
paid for during the first four months 
amounted to $46 million as compared 
with $34 million for the corresponding 
period of 1944. The total this year in- 
cluded $31 million of ordinary and $15 
million of group. 

Insurance in force increased more than 
$30 million during the first third of the 
year to a total of $976 million. For the 
12-months’ period ending with April, the 
gain was $95,000,000. 

April paid for totaled $18 million this 
years as compared with $7 million last 
year. 


Business Men’s Assurance—April was 
a record production month. Total life 
and accident and health sales increased 
50.7% oyer April, 1944. Life sales were 
$4,435,545, and total production was 
equivalent to $7,750,000 of life business, 
For the first four months life sales to- 
taled $15,790,045, compared with $12,215,- 
734 a year ago, increase 29.3%. 

The San Francisco branch under Vice- 
president J. P. Baldwin led. Indianapolis 
under Noel Iams established a new rec- 
ord of production for any month. Top 
agent for April was Max Levitt, Detroit, 
with H. G. Horn, Portland, Ore., second, 
and J. W. Tetley, San Diego, third. 




















Cal.-Western Passes $300 Million 


California-Western States Life has 
passed the $300 million mark in insur- 
ance in force. Sales so far this year are 
20% more than for the same period of 
1944, 





Ne x 





MAKE LIBERTY 
LAST FOREVER 
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UNITED STATES WAR 
BONDS AND STAMPS 


For the duration, Royal Neigh- 
bors of America will devote all of 
its advertising space to this one 
message, thus exemplifying patri- 
otic principles it has practiced for 
48 years. In defense of the home 
and family, the society provides 
sound legal reserve life insurance 
for women, men and children. 
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Fraternal Week Is 
Being Nationally 
Observed 


Observance of National Fraternal 
Week, May 20-26, according to reports 
from societies and state congresses was 
setting an all-time high for activity and 
devotion to public service. Fraternal- 
ists throughout the country threw them- 
selves during the week into intensive 
support of the seventh war loan drive 
and ‘various aspects of civilion war work, 
including blood donations, welfare work 
in connection with needy families of 
war veterans who are in service or are 
dead, etc. 

Many state congresses, societies and 
local lodges held public meetings during 
the week, with patriotic programs and 
the entertainment that especially typi- 
fies fraternalism, including rituals, me- 
morial services for fraternalists who 
have died in service, and also colorful 
folk dances among the foreign language 
societies, and pageants. 


Checking on Participation 


The fraternal institution this year is 
preparing to check closely on its con- 
tribution to the success of the war fund 
drive, and all units are reporting results 
to the executive headquarters of the Na- 
tional Fraternal Congress in Chicago, 
where Manager Foster F. Farrell and 
his staff are tabulating the results. This 
is an important item in the N. F. C. pub- 
lic relations program. 

The week’s observance is in charge 
of an N. F. C. committee headed by H. 
L. Rosenblum, editor of Woodmen of 
the World, Omaha. 

A feature of the week is the fine ad- 
dress especially prepared for the occa- 
sion by Thomas R. Heaney, past presi- 
dent of N. F. C. and head of Catholic 
Order of Foresters, Chicago. This is 
being reproduced in societies’ monthly 
publications, is being delivered at meet- 
ings and over local radio stations by se- 
lected speakers, and also is being used as 
a basis for news items in local newspa- 
pers. 


Active in War Effort 


The address stresses that fraternalism 
in America is in its 77th year, and that it 
is in the very large proportion on the 
sound legal reserve basis, with modern 
life insurance certificates. The fraternal 
societies have taken a leading part in the 
war effort, the address relates. Ever 
since fraternalism was founded in 1868 
at Meadville, Pa., by John Jordan Up- 
church, the societies have taught Ameri- 
canism and patriotism; in the time of 
national emergency they are exemplify- 
ing it in actual practice. 

The societies have invested over $276,- 
956,000 in war bonds and made well over 
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$350,000 in donations to the Red Cross. 
They have some 185,000 members in the 
armed services. They have donated 26 
ambulances which were bought by sub- 
scriptions. Many societies have pro- 
vided unlimited facilities for chapels for 
the armed forces. Members throughout 
the country have prepared and packed 
surgical dressings and given voluntary 
hospital service, organized blood donor 
clubs and given thousands of blood do- 
nations; raised funds for and provided 
recreation centers for service people. 
Out of all this work was derived the slo- 
gan for the week, “Protection for You 
in War and Peace.” 





Michigan Commissioner 
Defers Maccabees Meeting 
LANSING, MICH. — Commissioner 


Forbes, under the revised fraternal in- 
surance code, has postponed for a year 
the meeting of the supreme lodge of 
Maccabees. Under the old law, frater- 
nals were required to hold a general 
meeting of members at least every four 
years and a meeting of the Maccabees 
this July was mandatory, although ODT 
had indicated there would be no relax- 
ing of the convention ban to permit 
such a session. 

The new act, signed last week by 
Gov. Kelly and immediately effective, 
permits postponement of such meetings 
at the discretion of the commissioner. 
A further postponement might be nec- 
essary next year in event the war with 
Japan has not ended. 


84 Qualifiers in Deming Campaign 

SYRACUSE—Eighty-four men qual- 
ified for the 1945 president’s club in the 
campaign of Unity Life & Accident field 
force in honor of President E. R. 
Deming’s birthday. The club’s annual 
meeting was canceled because of the 
government ban on conventions but 
qualifying members will receive their 
regular awards, certificates of member- 
ship, and expense checks in lieu of the 
trip. 

Unity is subscribing for $400,000 war 
bonds in the seventh war loan. It will 
buy these bonds through its branches 
at New York, Brooklyn, Syracuse, 
Buffalo, Pittsburgh, and five upstate 
New York towns where local broad- 
casting stations will sponsor programs 
on which Unity’s manager will speak. 


Honor Mills at Newark 


NEWARK—Members of the grand 
and supreme grand councils of Royal 
Arcanum attended the “Rolly Mills 
Night,” May 24 as a tribute to Roland 
L. Mills, grand vice-regent of~ New 
Jersey. Mr. Mills presented two mem- 
bers of Fireside chapter 715 with 50- 
year membership buttons and one with 
a 25-year button. 


Meet on Okla. 4% Tax Law 


The Oklahoma fraternal insurance 
board met at the office of the insurance 
commissioner to discuss the recent rul- 
ing of the attorney-general that this 
class of insurance was subject to the 4% 
tax imposed on all insurance companies 
doing business in the state. After study- 
ing and discussing the opinion and the 
new law, the board adjourned to take 
them under further consideration and 
meet again May 26. 








Lutheran Brotherhood Increase 


Total business closed by Lutheran 
Brotherhood in April was $1,562,099, an 
increase of $246,224 over April, 1944. To- 
tal business for 1945 to May 15 was $5,- 
772,787, a net increase of $663,781. 





Czechoslovak Society of America, Ci- 
cero, Ill., has been licensed in California. 








Leland W. Krikava, Acacia Mutual 
Life, Fresno, Cal.—Finished 5th in the 
nation in percentage of first quarter 
quota, 208%. This is the highest produc- 
tion in the history of the Ffesno branch. 


Writing Medical Insurance Outlined 


(CONTINUED FROM PAGE 3) 





mum including only workmen’s com- 
pensation or occupational disease cov- 
erage, and preexisting chronic diseases. 

In stressing the greater desirability of 
group as against individual coverage, the 
committee says that the most desirable 
classification is the regular group class 
composed exclusively of employed indi- 
viduals. Within this group the insur- 
ance carrier will have a better opportu- 
nity to secure a representative sample of 
the general population. In most in- 
stances employers will have available a 
record of employe absences from which 
the prospective insurance carrier can 
evaluate the risk and thus be able to un- 
derwrite it on a sounder basis. 

It seems quite possible that medical 
insurance will afford the opportunity for 
group combinations not heretofore util- 
ized to appreciable extent in group 
underwriting. Due to the interest in 
medical insurance manifested by many 
medical societies, it is possible that en- 
tire community groups may be estab- 
lished for participation in a medical in- 
surance plan in family units and on a 
basis that will not create substantial ad- 
verse selection for the insurance carrier. 
No fixed procedure can be outlined for 
such plans because of the wide variation 
in community composition but this ap- 
proach offers one of the most effective 
avenues for guaranteeing the continu- 
ance of this type of insurance program 
within private channels. 

In devising any type of insurance pro- 
gram, the committee says, one of the 
points that must be given careful con- 
sideration is the extent to which it 
will be possible for a numerically 
small percentage of insured to take 
advantage of an equitable coverage to 
create an unsatisfactory underwriting 
experience. In medical insurance this 
point is particularly troublesome and 
relatively difficult to effectively control 
at reasonable cost unless some device is 
introduced which will permit the insur- 
ance carrier to secure an accurate cross- 
section of the population 

In order to avoid one of the criticisms 
that have been made of kindred forms of 
coverage, it is considered desirable for 
all carriers to grant medical insurance 


coverage on a uniform basis or at least 
establish a minimum standard of cover- 
age to be modified only when necessary 
to conform to local situations that merit 
modification. 

The committee suggests certain “pure 
premium” rates, representing only that 
portion of the gross premium to be 
charged the insured that will be avail- 
able for payment of losses and allocated 
loss expense. If the carrier contem- 
plates a 50% expense ratio, this would 
be doubled to arrive at the gross or rate- 
book premium. It is also suggested that 
such premium should be loaded for any 
abnormal condition anticipated or exist- 
ing. 

On the basis of deducting the cost for 
the first three calls, the committee sug- 
gests a pure premium of 24 cents per 
month for payment of $3 for each call 
at home, $2 for office calls and an aggre- 
gate indemnity payable for each illness 
of $150; 36 cents for $4.50, $3 and $225; 
48 cents for $6, $4 and $300. The alter- 
natives are provided in recognition of 
the fact that the prevailing schedules of 
charges for medical care vary greatly 
between rural and urban areas and with- 
in broad geographical locations. 


Fundamental Principles Listed 


Certain fundamental principles also 
are listed, upon which an adequate med- 
ical insurance program should be built. 
They include: 

1. The term “insurance,” as such, 
does not necessarily contemplate a serv- 
ice which completely indemnifies the in- 
sured for inconsequential losses or ex- 
penses. Instead it signifies a device for 
the alleviation of losses of a catastrophic 
nature. This is an important fact to 
keep in mind in considering medical in- 
surance. 

2. The insured should not be re- 
stricted in his selection of the person or 
persons who administer to his illnesses 
or injuries. 

3. The medical profession seems pri- 
marily interested in a medical insurance 
plan in which the insured assumes the 
obligation for payment of the first few 
calls in connection with each illness. 

4. Professional medical groups rec- 
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ognize that for a medical insurance pro- 
gram to operate successfully it will ne- 
cessitate close cooperation with the in- 
surance carriers to avoid abuse by in- 
sured inclined to take advantage of the 
coverage provided. 


Underwriting Requirements 


5. That insurance carriers are en- 
titled to reasonable safeguards in the se- 
lection of risks to avoid undue adverse 
selectton is quite evident. On the other 
hand, underwriting standards should not 
be so rigid as to preclude an adequate 
spread of coverage. 

6. The coverage offered should be 
relatively free from limitations and re- 
strictions and broad enough to be attrac- 
tive and meet the public need. 

7. The cost of medical insurance 
should be kept within the range of the 
largest possible segment of the popula- 
tion if it is to effectively demonstrate 
the ability of private insurance to fulfill 
this need. 

8. The cost of administering a med} 
cal insurance plan should permit the 
majority of the premium dollar to be 
available for the payment of losses. 

The report includes an exhibit of il- 
lustrative phraseology for affording 
medical insurance, based on forms now 
used by companies which are experi- 
menting in that field. 


Sets Up Plan for 
Veterans’ Training 


(CONTINUED FROM PAGE 1) 


Other field men who attended the 
conference were Eber M. Spence, 
Provident Mutual; Fitzhugh Taylor, 
Equitable Society; E. A. Crane, North- 
western Mutual, and Oren D. Pritchard, 
Union Central, all of Indianapolis; Rob- 
ert N. Sine, Ohio State, Lafayette. Both 
Mr. Orr and Mr. Crane are N.A.L.U. 
trustees. 

Home office men in attendance in- 
cluded Arthur H. Dalzell, John Han- 
cock; R. B. Taylor, Jefferson Standard; 
A. H. Kahler, Indianapolis Life; E. D. 
Stevens, Hoosier Farm Bureau Life; W. 
T. Plogsterth, Lincoln National Life; 
Cable Jackson, Modern Woodmen of 
America; John H. Rader, Ohio National 
Life; David J. Behling, Northwestern 
Mutual; McKee Fisk, Veterans Admin- 
istration; Paul Speicher and Hilbert 
Rust of R. & R. 











Kansas City Congress Turns 
Up Successful Sales Ideas 





(CONTINUED FROM PAGE 3) 


and time consuming, Mr. Fink said. The 
old fashioned policy seller, the guy who 
made the life insurance business what it 
is today, can increase his income by 
providing contingent beneficiaries in 
every policy he sells, by providing for 
surviving children in equal shares so as 
to take care of unborn children, provid- 
ing for installment income to children to 
age 21 or 25, and using a common dis- 
aster clause. 


Appell Discusses Industrial 


Carl F. Appell of Metropolitan Life 
reviewed the history and evolution of 
the industrial policy to show that the 
opportunity of buying life protection has 
been offered regardless of the buyer’s 
financial standing and place in society. 
The agent does not need to make ex- 
cuses for the business, he said, unless 
he has failed to educate his prospects 
to the need of adequate protection. 

One of the reasons for the higher cost 
of industrial insurance is the approxi- 
mately 30% higher death rate of those 
who buy it, Mr. Appell said. A plan 
of insurance which fits the needs of 50 
million people, which has weathered the 
worst depressions and paid its obliga- 
tions on the nail, must be essentially 
sound, he declared. 


Charles W. Phillips, superintendent of 
agencies of Atlantic Life, has Just com- 
pleted a tour of Texas agencies. 


Future of War 
Clause Pondered 


Studies of war mortality are being 
made by a number of companies from 
various standpoints. One such study, 
for instance, is a comparison between 
the experience on policies issued during 
the war clause buying period late in 1941 
and early in 1942 and business purchased 
in the normal course. One company 
that gave the field three weeks notice be- 
fore attaching the war clause finds that 
its mortality on business sold during that 
period is materially higher than on the 
general run, but that it was by no means 
disastrous. 

There are two conflicting opinions on 
what policy should be pursued post war 
as to war clauses. One group has been 
hoping at least that the war clause issue 
would not arise and that the companies 
without alarum could simply continue to 
attach war clauses. They felt that if the 
use of a war clause could become rou- 
tine procedure, the issue could never 
again arise. 

However, others are convinced that 
the public won’t let the companies con- 
tinue to use a war clause in peace time 
and it is sound public relations to re- 
move it when the war is over. Regard- 
less of theoretical considerations, it 
seems certain that competition will turn 
the scale. Right after V-E day Guar- 
dian Life announced modification of its 
practice so as to apply the clause only 
for males in the age bracket most likely 
to see combat in the Japanese war. 
Other companies are taking similar ac- 
tion and it seems certain that there will 
be a quick adjustment of practice to the 
realities of the day. It is predictable that 
no company would insist on retaining a 
war clause in the post war period if it 
becomes a sales consideration. 


Not Competitive at Moment 


At this moment the war clause is not 
regarded as a competitive matter except 
possibly in connection with juvenile in- 
surance, for there is no company that is 
waiving the exclusion for anyone likely 
to get within range of a Jap bullet, and 
to those that are not likely to get in- 
volved in the shooting a war clause is 
no deprivation. 

The action of Guardian Life in mak- 
ing elimination of the war clause retro- 
active gives the agents a splendid oppor- 
tunity to make a service call on their 
policyholders. Guardian is not auto- 
matically eliminating the war clause on 
policies of those under age 15 and over 
age 29, but will consider doing so upon 
application. That gives the agent an 
opportunity to call on the policyholder 
and suggest that he apply to have the 
war clause deleted. Guardian is con- 


tinuing to apply the war clause on new * 


policies at any age and will retain the 
clause in old policies if there is any con- 
spicuous military hazard involved. 





NSL Work in New Unit 
WASHINGTON—Maj. H. H. Wil- 
son, chief, states that the war depart- 


ment life insurance section, which deals 
with National Service Life matters, has 
been transferred from the army adjutant 
general’s office to the special financial 
service division, office of the fiscal di- 
rector. 





Map Long Range Program 
for Managers Section 


Seven committees, each charged with 
specific phases of its work, are this year 
developing a long-range activity pro- 
gram for the general agents and man- 
agers section of the National Associa- 
tion of Life Underwriters, announces 
Hugh S. Bell, Equitable of Iowa, Se- 
attle, chairman. Chairmen of these com- 
mittees will be glad to receive sugges- 
tions. 

Chairman of the organization struc- 
ture committee is Osborne Bethea, Penn 
Mutual, New York; “Manager’s Maga- 
zine” activities, James H. Brennan, Fi- 
delity Mutual Chicago; local managers 





Slate H. R. Coursen to Head 
New York C.L.U. Unit 


NEW YORK—Life insurance, as g 
most important single element of sav- 
ings, should continue to have a greater 
and greater place in the national con 
omy, Stephen M. Foster, economic ad. 
viser New York Life, told the New 
YorkGity C.2.U; chapter. In the pre. 
war period, he said, the government put 
too much emphasis on the reduction of 
savings and gave little more than lip 
service to the encouragement of private 
investment. Business men everywhere 
should give more attention to the eco. 
nomic theory that is involved. If they 
do, they might be more influential dur- 
ing the postwar period in having goy. 
ernment expenditures cut to the bone, 
taxes greatly reduced, and every en- 
couragement given to individuals to in- 
crease investment in plant and equip. 
ment, homes, consumers durable goods, 
and all other forms of private capital 
In this manner a stable and expanding 
economy could be maintained and one 
whose standard of living would be 
steadily improving as a result of the new 
capital which was being created. 





Coursen for President 


The nominating committee slate is; 
H. R. Coursen, Equitable Society, presi- 
dent; John Ray, Metropolitan, executive 
vice-president; Levi Bottens, Teachers 
Insurance & Annuity, educational vice- 
president; G. Gustav Steiner, Aetna 
Life, public relations vice-president; 
G. H. Young, State Mutual, secretary; 
R. S. Maechtel, treasurer. Members pro- 
posed for the executive committee are; 
Solomon Huber, Home Life, N. Yu 
S. L. Wolkenberg, Union Central; P. A. 
Quarto, John Hancock; Adrian Silenzi, 





association administration, Walter J. 
Stoessel, National Life of Vermont, Los 
Angeles; membership and _ expansion, 
Ray E. Habermann, Northwestern Na- 
tional, Minneapolis; education and train- 
ing, Russell P. Thierbach, Northwes- 
tern Mutual, Cleveland; compensation 
and pension plans for general agents, 
Isadore Samuels, New England Mutual, 
Denver; public relations and war prob- 
lems, H. Kenneth Cassidy, Pacific Mu 
tual, San Francisco. ; 
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Strategically located right in the 
heart of the city’s business, shop- 
ping and entertainment district. 
700 rooms, each with radio, bath 
or shower. Service and food as 
faultless as wartime conditions will 
permit. Reservations well in ad- 
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PACIFIC MUTUAL 


HOME OFFICE, LOS ANGELES, CALIFORNIA 


“Help Fight Inflation 
—Buy Life Insurance” 
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Since 1 8 6 7 
wee : 
: a life insurance company distinguished by 
the 
os the character and ability of the men and 
iCT. 
ath 


women comprising its field organization... 





and by the integrity of its management. 





Eourrane LIFE OF IOWA 


Founded 1967 “ 
\\. HOME OFFICE DES MOINES, IOWA a 
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AS WE PREPARE 10 
WIN THE PEACE . . . 


It looks like we can turn 










more of our attention to the 
winning of the Peace... in 
which our major enemy will 


be maladjustment. 


The Life Insurance busi- 
ness is ready...in the 
strongest financial position 
in its history. ... to help indi- 
viduals plan systematic sav- 
ings for future security and 
to do its part in building a 
bigger and better America. 
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HEN we said goodnight, the street-light 

flickered soft shadows across your face. It 
was very late but I couldn’t let you go until I’d 
heard you say it again... 

“T love you, Bill...” 

And then the day before our wedding, we read 
the marriage ceremony together — and you didn’t 
need to ask it, Jane — I saw it in your eyes... 

“Yes, Janie, I'll love you always...” 

A man must love a long, long time and his love 
must find expression in a dozen different ways. For 
example, a budget is not romantic but it’s one of 
the most practical expressions of love in the whole 
lexicon of stardust. In the beginning, it seems 
quite possible that two can live largely on love, but 
sooner or later a salary must be looked squarely in 
the eye and budgeted in terms of a family’s future. 


This is one of a series of two-color advertisements appearing in national 
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This time usually begins when the first Baby 
arrives, and it almost always continues right up 
to the day when the boys at the office say, “Well 
done” —and the rest of your life belongs to you. 
Life insurance is the most substantial way to protect 
the long, long time between love’s heady pledges 
and life’s inevitable changes and fulfillment. 

Every day Northwestern Mutual agents help 
men create estates, provide for estate taxes, assure 
continuing incomes for their families and retire- 
ment funds for themselves. Every day North- 
western Mutual agents help men make sure that, 
whatever happens, their love will continue, in the 
most practical way of all, for a long, long time. 


WHY NORTHWESTERN MUTUAL 
A Northwestern Mutual agent is in the best pos- 





















Painted by Rudolf Wettera 


sible position to explain the difference betweef 
life insurance companies and to point out what 
that difference means to you. Or, you can learti 
from our policyholders, who know from actual 
experience, why no company excels Northweste 

Mutual in that happiest of all business relations 
ships — old customers coming back for more. 
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publications this year. 





